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LP-GAS METERS 


Storage has been called the No. 1 problem of the 
LP-Gas Industry. You can go a long way towards 
licking this problem by installing Rockwell No. 
00 meters on every service. With a Rockwell meter 
guarding each outlet you can fill your customers’ 
tanks at any time—use their tanks to augment your 
own limited bulk storage facilities. 

You gain three ways (1) You can stockpile fuel 
at seasonally advantageous prices (2) You can 
serve more customers from your present central 
plant and (3) You:can reduce your year-round 
delivery costs. 

These savings will quickly amortize your nom- 
inal initial investment in Rockwell meters and 
pay dividends in greater profits. Just try them and 
see! Write for prices and complete details. 
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NEBRASKA 

We have a number of customers 
who would like to siphon propane 
from their supply tanks that would 
be about 2 ft. higher than the car, 
truck, or tractor to be filled. Is this 
possible? 

D.H. 


Transfer of L. P. gas can be made in a 
satisfactory manner by elevating the stor- 
age tank above the level of the receiving 
container and using the vapor return hose, 
as you show. However, due to possible 
vapor lock in the liquid hose on a top-con- 
nected tank, trouble may be encountered 
at times. 

If the bottom (drain) connection is 
properly sized and fitted with adequate 
excess flow and shutoff valves for liquid 
withdrawal, the transfer of fuel can be 
made with less trouble and more rapidly. 

There are good hand pumps now on the 
market for the service you have in mind. 

Your attention is directed to NBFU 
Pamphlet 58, Oct. 1950, par. B.5 (f) p. 7, 
which says: 

“Any container used in domestic or com- 
mercial service, where transfer of liquid is 
made from such containers into portable 
containers such as on tractors, skid tanks, 
or similar applications shall be located not 
less than 50 feet from nearest important 
building. Special attention shall be given 
to maintaining the above distances on such 
transferring in trailer camps with respect 
to any trailer.”—Ed. 

° 
OREGON 


The local newspaper is constructing 
a new plant and is considering the 
use of electricity for the melting 
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pots, presses, etc., rather than the 
LPG they are now using. Would you 
advise some newspaper machinery 
representative to give us a list of 
items that could be used for gas in 
a newspaper operation? 

I desire to present a treatise to 
this publisher showing him what this 
product can do in any form as to 
original cost, saving, maintenance 
and operation cost. This is definitely 
a sales job on our part, and we are 
anxious to present a factual brochure 
so that he might be convinced of the 
superiority of this product. 

W.J.K. 


Some facts which may be of interest to 
you and helpful in your effort to convince 
your prospect that he should stick with 
dependable gas are as follows: 

The large Los Angeles newspaper print- 
ing establishments all use gas to supply 
heat for their equipment. They use from 
250,000 cu. ft. to 5,000,000 cu. ft. per 
month each, depending upon the size of 
their establishment and if they use it for 
space heating. 

They all use it on their stereotype and 
linotype pots, monotype and _ autoplate 
machines, mat driers, photo-engraving 
driers, photo-engraving plate driers, lead 
pots, maintenance shop furnaces and ovens 
= any other heating job which they may 

ave. 

Job printers have found a direct flame 





@ BUTANE-PROPANE NEWS welcomes letters from 
our readers, but it must be understood that this 
magazine does not necessarily concur in epin- 
ions expressed by them.—Editor. 
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which impinges on the printed copy ad- 
vantageous in eliminating static electricity. 
Static electricity makes it very difficult to 
separate printed sheets, unless it is 
grounded, and a gas flame has been found 
to be one of the best methods to eliminate 


t. 

The Pacific Press which prints the 
western edition of “Life” magazine and 
Sunset magazine, among other work, have 
found gas a great advantage. In addition 
to the uses for gas outlined above, Pacific 
Press uses direct-fired gas heat on both 
sides of the printed sheets as they go 
through the presses to dry the ink. This 
is an important item, particularly in color 
printing. 

Gas offers the advantages of dependabil- 
ity, low cost, faster heating, close tem- 
perature Control, and flexibility. Power 
failures may stop the presses, but when 
the power is back on, they may still be 
unable to run as electricity will require 
time to heat equipment, too, if it is used 
for those purposes.—Ed. 


Your letter of Feb. 15 was appreci- 
ated. The facts you stated contributed 
immensely to the closing of this sale. 

W.J.K. 
* 


NORTH DAKOTA 

Is it permissable to put a propane 
tank (500 or 1000 gal.) on the prop- 
erty line next to an alley or street 
as long as it has the specified clear- 
ance to buildings or to a line where 
a building can be built? 

Is it permissible to operate a bulk 
truck from the cargo tank? 


J.W.T. 


NBFU Pamphlet 58, October, 1950, is 
not specific regarding containers adjacent 
to streets or alleys, since it states “. . . or 
line of adjoining property which may be 
built on...” 

It is left for the authority having juris- 
diction to decide regarding cases of special 
consideration. State and local codes are 
often explicit in matters such as this and 
we suggest you consult any such codes or 
ordinances which may apply in your lo- 
cality. 
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We also believe you should use your own 
good judgment in this matter, if no code 
or ordinance stipulates requirements, and 
place the tank where it does not create 
a hazard, protecting it with barriers if it 
is deemed advisable for the best interests 
of a safe installation. 

Your second question, as far as NBFU 
Pamphlet 58 is concerned, is answered in 
par. 4.1, p. 44, of that book, wherein it 
states: “Fuel may be used from the cargo 
containers of a truck while in transit, but 
not from cargo containers on trailers or 
semi-trailers.” 

State or local codes, however, may have 
other rules regarding this and particularly 
you should consult your state motor ve 
hicle fuel tax authority. Some state tax 
boards have ruled that all the fuel entering 
a cargo container, which also supplies fuel 
to the motor of the vehicle carrying it, 
is subject to the motor fuel tax. This may 
apply in your case.—Ed 


e 


PENNSYLVANIA 

I have been after data for quite 
a number of years on flame cutting. 
My main problem is getting regu- 
lators for piping installations with 
inlets and outlets of 1%4-in. and up— 
single-stage setup. 

It seems that the largest used with 
oxygen have outlets of % in. Have 
you any suggestions ? 

R.T.G. 


Regulators should not be sized to suit 
a pipe line but should be sized to do the 
job which is required of them. The pipe 
lines should then be sized to carry the 
gas without undue- pressure drops. Sizing 
regulators and sizing the gas lines are 
two separate and distinct problems and 
should be treated accordingly. Sometimes 
two or three small regulators placed in 
parallel can be used to better advantage 
than a larger unit. 

When ordering regulators, the following 
information should be supplied the manw 
facturer or his representative: (1) Quan 
tity of gas it must pass; (2) specific 
gravity of the gas; (3) kind of gas; (4) 
pressure of gas at inlet to regulator (mini 
mum and maximum); (5) discharge o 
regulated pressure desired.—Ed. 
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IOWA 


Please tell us how much you would 
have to plane from the head of a 
1951 overhead valve Ford-6, one-ton 
truck to get the best mileage out of 
propane and still operate on gasoline 
while using a conversion unit. 

Also, the above information is re- 
quested on a 1950 %-ton Chevrolet 
pick-up. 

E.L 


We would suggest that you plane 1/16 
inch from the heads of both the Ford 6 
(OH valve) and the Chevrolet engines. 

They would stand a higher compression 
raise than this on propane, but the fact 
that you expect to use gasoline at times 
limits the amount of increase.—Ed. 


Butane-Propane Power Manual 
Praised by Industry 


I took home the copy of the 
“Butane-Propane Power Manual” 
that you sent me and sat up until 
midnight reading it. While I have 
not finished it from cover to cover, 
I want you to know that I think 
you have done an outstanding job 
in compiling this manual and you 
should be very proud of the results 
of your efforts. There is no doubt 
but what this manual will prove 
to be a very important source of 
information and ideas pertaining 
to the LPG carburetion business. 
As such, it should certainly find 
wide use. 

We are issuing a purchase order 
to cover 25 additional copies of the 
Power Manual which we would 
like to have you ship us right 
away. 

Leonard Campbell 
A. O. Smith Corp. 
Milwaukee 

® 

Since 1932 I have been intimate- 
ly associated with the development 
and marketing of L. P. gas 
carburetor equipment for trucks, 
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tractors, and buses. Never have I 
seen a better, more comprehensive 
treatise on the subject than in 
your new “Butane-Propane Power 
Manual.” It is by far the finest 
thing I have ever seen. The book 
will be worth many times its cost 
to fleet operators, mechanics, and 
L. P. gas dealers. 
Edward A. Stratman 
Huntington Park, Calif. 
% 


Hearty congratulations on a 
technical job very well done in 
your “Butane-Propane Power Man- 
ual.” This book is very useful. 

Quite a number of our readers, 
I think, will buy this book if they 
only know about it. It is a good 
job. 

Rex W. Wadman 
Editor & Publisher 
Diesel Progress 
Los Angeles 

9 


We shall be very anxious to call 
the “Butane-Propane Power Man- 
ual” to the attention of the farm 
equipment people and our readers. 
This is a fine looking publication 
and we will be proud to help in 
its distribution and cooperate with 
you. 

Osgood Murdock, Editor 
Implement Record 
San Francisco 

e 


I have received your “Butane- 
Propane Power Manual.” I per- 
sonally wish to compliment you on 
your success in getting as much 
information on LPG conversions as 
you have covered in your manual. 
After reading it, I want every man 
in my department to have one. Am 
enclosing check for four manuals. 

Paul Holcomb, Manager 
Butane Department 
Winther Brothers, Inc. 
Fresno, Calif. 
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Dependable, modern plants . . . uniform 
quality products, constantly “‘on spec”’ 
trained technical personnel to help with 
your problems . . . specify “STANOLIND” 
be SURE — write, wire or call 


TANOLIND 
Oil and Gas Company 


P GAS SALES SECTION P.O. BOX 591, TULSA,OKLA, 
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IGHER fuel prices for our in- 
dustry are in the offing! 

At least such is the expectation of 
one authority who, as a producer, is 
in a position to know. This prophecy 
is based upon a number of factors 
which concern every dealer and which 
are intimately tied in with load bal- 
ancing, larger storage all down the 
line, and competitive demands from 
the chemical industry which offer 
producers a steadier market. 

The article in this issue entitled 
“Peering Into the Future” discusses 
these problems and explains what re- 
tail operators can do to attain best 
protection for themselves and their 
customers. 

It is all a matter of economics. 

There is an ever-increasing demand 
for L. P. gas. The heating load in 
winter causes shortages in various 
areas during the most inopportune 
times—cold weather and deep snow 
periods when the most fuel is burned 
ard transportation is impeded. 

The long-known solution of larger 
consumer storage is developing but 
is far from complete attainment. 
Neither producer nor dealer can af- 
ford aboveground storage to meet the 
users’ peak demand. So there have 
been short periods of inadequate sup- 
ply—all resulting in undermining the 
public’s confidence in dealer service. 

Manufacturers can extract more 
propane but it will cost more money 
to do so, and that is not feasible under 
present government ceilings. 
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A long-range view shows these an- 
ticipated problems and requirements: 


Increased recovery at higher cost. 


Premium price for fuel stored in 
summer and delivered in winter to 
dealers with badly balanced loads. 

Larger customer storage. 


New reserve storage, such as in 
underground caverns. 


Added transportation facilities. 


A better summer-winter ratio of 
fuel used. 


The answer for the dealer is to 
fight for larger summer volume and 
sell the customers larger tanks with 
arrangements to fill them by early 
fall. 

With a better balanced load and 
increased home storage, he will be 
surer of uninterrupted supply and at 
a price which will carry no penalties. 

Besides, he will make more money 
and have fewer worries. 


A 6% boost in farm production 
this year should give country-livers 
even more money to spend for lux- 
uries and necessities. 

This could mean more LPG domes- 
tic installations; more conversions of 
farm tractors to burn propane; more 
trucks, dehydration equipment, stock 
tank heaters, and many other items 
that ease the farmer’s life and in- 
crease his profits. 

By Ed. 
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Weldimatie means Fully Automatic 
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Big names tell a story. World famous names such 
& as Revere Brass, Chase Copper, and Federated 
Metals Aluminum are your guarantee that the 

materials in a Weldit torch are the best. 
Illustrated above are the three stages of Weldit 
ee torch construction. (a) The rough castings and 


other finished parts, placed in assembly position, 


: (c) the completed Weldiématic torch ready for use. 
& Note the many precision parts that go into the 
nerve center of a Weldit Weldématée torch to give 

smooth, trouble-free operation and long life. 


Weldimatie natural action! 


light—squeeze, to shut off—release grip. 


| tubings, (b) Castings and tubings, machined with 








/ 


Ulustrated, WELDIT Model C-48-8 
Weldimatic, using propam 
and atmospheric air. 


A limited number of Weldit 
Dealer franchises available. 





SINCE 1918 


998 OAKMAN BOULEVARD, DETROIT 6, MICHIGAN 
CANADIAN DISTRIBUTORS—ALLOY METAL SALES—881 Bay St., Toronto 5, Ontario, Canada 
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RELIMINARY census reports in- 

dicate decided shifts in the types 
of fuel used for home heating during 
the past 10 years. 

Figures disclose that use of gas 
for central heating in the United 
States in that period increased 433%, 
and in some sections, notably the 
Northeast, jumped by as much as 
780%, according to GAMA. 

The same source shows that slight- 
ly more than three of every 100 
homes in the nation as a whole were 
centrally-heated by gas when the 1940 
census was taken, whereas today the 
average is nearly 14. 

During the same period, occupied 
dwellings space-heated by gas in- 
creased from 2,728,381 to 5,881,000, 
again of 116%. 

Seven out of ten of the 800,000 new 
homes to be constructed during 1952 
will be heated by gas in areas where 
the fuel is readily available, it is 
predicted. 


The easing off of some controls and 
the possibility of complete decontrol 
of many materials that Government 
has claimed were in short supply, 
may be reflected in the LPG industry 
either directly or through a general 
change in the public’s mind toward 
retail purchasing. 

The big shots down Washington 
way may pretend to be mystified at 
the buying apathy of the masses but 
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they, themselves, have caused it in 
great part and many will not return 
to “normal” buying until conditions 
become more settled. 

A little encouragement, such as 
promise of fewer controls and less 
governmental interference with busi- 
ness, and it is safe to prophesy the 
loosening up of the individual pocket- 
book during the remaining months 
of the year. This should apply par- 
ticularly to durable goods such as 
household appliances. 


The Los Angeles fire department 
has been quite open-minded regarding 
liquefied gases. The official attitude 
is that safety against hazards con- 
sists primarily of knowing what to do 
to keep hazards from developing. With 
this in mind, firemen are trained in 
the fundamentals of L. P. gas and the 
related equipment for its storage, 
transportation, and utilization. The 
value of training through visual 
means, and by actually studying the 
equipment in operation, is well rec- 
ognized by the department authori- 
ties. 

Obviously, the city cannot have its 
own L. P. gas plant and a complete 
line-up of transport equipment, ICC 
cylinders, etc., to use as properties 
for training firemen. As a public ser- 
vice, a nearby L. P. gas distributor 
serves as host to the visiting fire- 
men during their training sessions. 
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As this work is unofficial, the fire- 
men studying for advancement visit 
the bulk plant in groups of from 10 
to 15, under the guidance of Inspector 
McLaughlin, of the Los Angeles de- 
partment, on their free time. An em- 
ploye of the distributor conducts the 
training session, demonstrating the 
construction and operation of the 
basic units such as the various valves, 
regulators, pumps, and meters. They 
proceed up to the actual operation 
of the bulk plant, including unloading 
a transport and operating the bottling 
plant. While this is taking place, the 
safety procedures are explained and 
demonstrated. When the half-day pro- 
gram is completed, the firemen are 
much better acquainted with the prin- 
ciples and operation of any piece of 
equipment which is likely to be in- 
volved in an accident or a fire, either 
on the street or inside property lines. 

Some of these trained men eventually 
move into higher positions where 
their background information and the 
administration of regulations can be 
made of greater benefit to the public 
and users of L. P. gas. 

From the standpoint of our indus- 
try, this is enlightened public rela- 
tions. Similar work in all communities 
would do much to assist fire depart- 
ments in becoming more familiar with 
safety procedures to prevent serious 
fires. 


We are particularly glad to pub- 
lish the article by Dr. D. W. Simon- 
sen and Duane B. Cram which appears 
in this month’s Power department. 
It is a story of trouble, but it is not 





in any sense a “tale of woe.” They 
met and licked a series of problems 
by the good old American methods of 
keen analytical thinking and Yankee 
ingenuity. They came out with a 
number of suggestions which may 
well be taken seriously by the de- 
signers of engines, and they pulled 
no punches in discussing sales and 
service experts who tell less than the 
truth. We could use more articles of 
like nature if we could find them. 


Arkansas has a new law that re 
quires any LPG distributor who sells 
fuel within the state to maintain a 
bulk plant of 12,000 gallons capacity. 

The purpose is to protect state 
users to that extent against shortages 
which might develop in winter due 
to severe cold spells. 

The law is presenting a problem 
to dealers who have their bulk plants 
in adjacent states but serve customers 
in Arkansas. An illustration is the 
operation of N. J. Gaines, located at 
Stigler, Okla., 27 miles west of Fort 
Smith, Ark., who sells in the Fort 
Smith area but who is now barred 
from making deliveries because his 
bulk plant is not within Arkansas 
state lines. 

He claims he cannot obtain a stor- 
age tank of the required size because 
of the present steel shortage, and 
therefore may be forced out of busi- 
ness. He has asked the governor of 
Oklahoma to intercede in his behalf. 
But M. L. Blair, chief boiler inspector 
of the Arkansas Labor Dept., the 
body having jurisdiction in this case, 
states he cannot grant a waiver. 
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OURTEEN propane-fired 
P taming outfits are making 

history in the alfalfa fields of 
the Antelope Valley in California. 
They are also making profits for 
the local L. P. gas dealers. Each 
of the “large, economy size” rigs 
consumes from 400 to 500 gallons 
of propane per day during the 6- 
to-8 week period before heavy 
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growth starts in the spring, and 
intermittently well into the sum- 
Mer, 
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A 25-ft. flaming outfit cleans up weeds and insects in alfalfa fields of Antelope Valley, 
Calif., at the rate of 4% acres per hour—burns more than 400 gallons of propane 
per day. 


Alfalfa Flaming Is a Load Builder 


Units Burn 20,000 Gals. Per Season. Growers Enthusiastic. 


Insects and weeds cost alfalfa 
growers a lot of money. In the 
past, control methods have con- 
sisted principally of spraying. One 
trip over was required for the 
aphids and other chewing insects, 
and generally two sprays per year 
were used on weeds. The results 
were still not all that could be 
desired. The cost of the spray 


By CARL ABELL 





chemicals per trip averaged more 
than $3.50 per acre, plus the cost 
of time and machinery. 

With the new “home-made”’ flam- 
ing outfits, cost of fuel for the 
burners runs about $1.50 to $2 per 
acre, and only one application is re- 
quired for the control of both in- 
sects and early weeds. During the 
flaming operation, the accumulated 
trash which harbors various in- 
sects and the seeds of late-sprout- 
ing weeds is cleaned up. The alfalfa 


stubble and early sprouts, in which. 
the aphids are growing, are killed. 
to the ground. Unless an unex- 
pected rain starts new growth © 


immediately from below ground, 
any aphids which escape the flame 
are starved. 

The common weeds which infest 
alfalfa fields in this area are wild 
mustard, sand burs, and foxtail 
grass. The mustard makes a heavy, 
stalky growth early in the season, 
and the first cutting from infested 
fields makes low grade hay which 
sells for less than the cleaner fod- 
der of the second and third cut- 
tings. 


Sand burs and foxtail grass 





_ An ingenious dealer, Kenneth 
Kennepohl, has developed a huge 
flaming machine for alfalfa which 
stimulates plant growth, kills in- 
sects, controls weeds, reduces the 
grower’s costs and increases his 
profits, and burns huge quantities 
of fuel just when the heating 
season is slacking off. Wherever 
alfalfa is an important crop, it’s 
a good market to sell.—Editor. 
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make a dense, matted growth low 
to the ground, not only robbing the 
soil of plant nutrients, but also 
tending to choke out the alfalfa, 
Burning is done while these plants 
are young, and does a good job of 
cleaning up the mustard. 

The control of the burs and fox- 
tail is partial. In heavily infested 
fields it is worth while to burn 
again after the first crop of hay 
has been cut. In some fields, dodder 
is an important pest. Good control 
is obtained by burning after the 
first and second cuttings. 

It is pretty well established that 
the effect of early burning is to 
stimulate a denser stand of alfalfa, 
This results in a heavier first crop, 
and the denser growth has some 
effect in smothering out the late 
sprouting weeds, making cleaner 
crops throughout the year. 


Flaming Gives Larger Production 


Frank Seminario, who was 
among the first growers to use 
flame control of pests on alfalfa, 
claims increased production and 
the premium price received because 
of cleaner fodder has more than 
paid for the cost of reentaied on the 
year’s first cutting. . 

An unexpected benefit‘ of the 
flaming operation appeared in con- 
nection with the irrigation which 
is necesary shortly after the first 
burning in this desert area. Clear- 
ing the trash permitted much 
faster flow of water, which resulted 
in more uniform soil saturation, 
less irrigation time, and the saving 
of a considerable amount of water. 

From the standpoint of the L. P. 
gas dealer, the alfalfa flaming out- 
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Fuel in flaming rig, shown in alfalfa field, is vaporized in horizontal tube near the 32 burner 
tips. Tractor pulls 500-gal. domestic-type tank. 





Flamer outfit is simple, inexpensive, and 


practically indestructible. 


fit is a profitable venture. In a 10- 
hour day it consumes from 400 to 
500 gallons of fuel. Kept reason- 
ably busy during the 8-week oper- 
ating season, it can provide a 
market for as much as 20,000 
gallons. Arrangements are general- 
ly made to fill the burner tank 
after the day’s work is completed, 
so it does not interfere with the 
regular delivery schedule. If the 
tractor which pulls the outfit is 
equipped for L. P. gas, the tractor 
tank can also be filled at the same 
stop. 

This type of flame weeder is 
relatively new, and is not yet in 
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commercial production. The engi- 
neering and development work 
were done by Kenny Kennepohl, of 
the Lancaster Gas Co., Lancaster, 
Calif., after watching the use of a 
commercial row-crop weed burner 
which had been adapted to burn a 
continuous swath. 

Neither the width of the burner 
nor the capacity of the tank were 
large enough to satisfy Kennepohl 
or the large-scale alfalfa growers 
of the Antelope Valley. The row- 
crop burners were not right for 
the field crop application, so new 
burners were designed. 

It was not practical to vaporize 
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the fuel with engine water on the 
size unit they wanted to build, and 
since there was plenty of heat 
available from the flames, a vapor- 
izing tube was designed in connec- 
tion with the multiple-burner as- 
sembly. This made it practical to 
construct a 25-ft. burner gang with 
32 burners, operating from a 500- 
gallon domestic-type tank, and re- 
quiring only one conventional high 
pressure regulator. With this size 
outfit it is possible to burn a 
standard 50-ft. irrigation vat from 
ridge to ridge in a round trip. 


Farmers Build Own Outfits 


A number of these alfalfa flam- 
ing outfits have been built by local 
farmers, following blueprints sup- 
plied by the Lancaster Gas Co. 
Cost of building up the units has 
not been cleariy established, as 
farmers generally have a certain 
amount of surplus equipment 
around the place which can be 
utilized in building up the trailer 
and accessories. 

Figuring the fuel tank at $250, 
and the regulator, tubing, and 
valves at $25, the entire outfit 
should be made from $675 to 
$1000, depending on the amount of 
outside labor required in welding 
and fabricating the steel parts. 

Farmers report use of these 
outfits is justified in that area on 
as little as 80 acres, but most of 
those who own them do custom 
burning for their neighbors, or 
rent the outfits by the day. Rental 
price is generally $1 per acre, and 
the available machines are kept 
busy. Since one flamer can handle 
1800 to 2500 acres, its cost may be 
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paid off from the first season’s 
rentals. 

Alfalfa is an important crop in 
much of the areas where L. P. gas 
is customarily handled in _ bulk. 
While insect and weed pests vary 
in different localities, they are 
serious problems everywhere. 
Flame control of these pests offers 
possibilities for increased fuel 
sales in the off-peak season in most 
of the alfalfa growing localities, 
and for this purpose there is no 
other fuel which offers the advan- 
tages of propane. 

Many dealers will find it highly 
profitable to own these machines 
and get not only the extra fuel 
load, but also the profits from the 
rental. The dealer also could in- 
duce one or more local alfalfa 
growers to build the equipment and 
operate it on their own property, 
deriving extra revenue from cus- 
tom-flaming, or by renting the out- 
fit to their neighbors. 

Kenneth Kennepohl is not alone 
in the operation of the Lancaster 
Gas Co. His father, Frank, started 
the business in 1934. Kenneth 
joined him in 1946 and Ken’s 
brother, Bob, became active in the 
organization in 1918. George Zar- 
zana is the only employe. 

The company has 800 customers 
on its books, most of them domestic 
users and a great many of them 
burning propane for heating in 
the winter time. The weed burning 
load is particularly attractive be- 
cause it begins coming on as the 
heating load drops off. Customers 
are supplied from two bulk storage 
tanks in Lancaster, one of 10,000- 
gal. capacity and the other 3300 gals. 
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Peering Into the Future 









Present Unbalanced Fuel 
Dealers With Poor Summer- 
Winter Ratios Have Problem. Bottled Gas Men 


Higher Prices. 


Demand Forecasts 


in Best Position. 





N this business, you simply can’t 

get away from statistics*, and 
since some of you may not have 
been very generously taken care of 
(as regards fuel supply) during 
the winter of 1951-52 — whether 
through your own fault or that of 
your supplier—you will undoubted- 
ly find these data of interest: 


1. The 1951 estimated sales of 
L. P. gas increased 25.9% over 1950. 

2. The 1951 monthly production in- 
creased 15.7% over 1950. 

3. The 1952 production is expected 
to increase by approximately 6.6% 
over 1951. 

4, The 1952 sales are expected to 
exceed the 6.6% increase in produc- 
tion. 

5. The net result certainly looks 
like an even more critical winter in 
1952 than in 1951. 


So far, the recent growth in pro- 


duction of L. P. gas has been in- 
fluenced by two major factors. 


_——. 


*A paper delivered at the Indiana 
Liquefied Petroleum Gas Assn. conven- 
tion, 
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By E. Q. BECKWITH 
Sid Richardson Gasoline Co., 
Fort Worth, Texas 


First, the demand which the L. P. 
gas industry and the chemical in- 
dustry has created for L. P. gas, 
and second, the spreading public 
demand for the conservation of 
natural gas in the producing field. 

It has been pointed out recently 
that for the year 1952 there are 
two other factors, either or both 
of which may limit new produc- 
tions for the year. These are the 
probable shortages of material for 
plant and pipeline constructions, 
and increased operating and con- 
struction costs at a time when the 
price a producer can get for his 
products is limited by price ceil- 
ings. 

Certainly the demand is here. In 
fact, the winter demand has al- 
ready been 12 months ahead of the 
winter supply. But fortunately 
there are many programs being ad- 
vanced by the producing industry 
for high L. P. gas recovery. How- 
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ever, these programs may be 
blocked by the current price ceil- 
ing. The cost per gallon to manu- 
facture increases with the percent- 
age of propane extracted and, 
therefore, producers may not be 
able to push propane extraction to 
the point needed to supply the de- 





E. Q. BECKWITH 


mand unless ceilings are permitted 
to rise with increases in construc- 
tion and operating costs. I am con- 
vinced that the general ceiling 
prices will be raised because of the 
necessity for the recovery of addi- 
tional and new quantities of pro- 
pane to meet the ever increasing 
demand. 

There are, however, some addi- 
tional factors which will influence 
the supply of propane already on 
hand and available, and these, I 
think, you should seriously con- 
sider. 

Whether the supply of propane 
continues to go into the L.P. gas 
market, or the present trend into the 
petroleum-chemical industry contin- 
ues, will depend upon the value of 
propane to each type of market. 

The value of propane to the pro- 
ducer is equivalent to the price 
paid for it, modified by the very 


48 








important factor of continuity of 
demand or sale. The petroleun- 
chemical industry represents the 
ultimate in constant demand—not 
feast or famine—for both supplier 
and purchaser. 

The L. P. gas-consuming indus. 
try for many years has presented 
nothing but seasonal variations to 
the producer. The constancy of 
pipe line deliveries and/or tank car 
shipments to the petroleum-chen- 
ical industry are very attractive to 
the producer. They eliminate ex- 
cess cars and costly storage. 

There is an extensive program now 
in progress involving the installation 
of underground storage to take care 
of some of the L. P. gas industry’s 
seasonal swing. While the _ under. 
ground storage for LPG is obviously 
cheaper than aboveground steel stor- 
age, there is still going to be a tre 
mendous amount of money invested 
in these underground reservoirs and 
the owners are certainly entitled to 
a payout on their investments. 

The net result of increased tank 
car costs caused either by in- 
creased lease charges or as a result 
of idle cars and/or seasonal swing 
storage costs will be an inevitable 
increase in the cost of products to 
the LPG industry sooner or later, 
and in my opinion, not much later. 

L. P. gas is a premium fuel now 
being sold on a seasonal basis at 
year-around bargain prices. There 
is no question but what some 
change must take place in the price 
structure. The dealer or distribv- 
tor with a ratio is looking ahead 
to paying twice for his product; 
once in the form of special charges 
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for tank cars in connection with 
underground storage operations 
supplied by his producer or mar- 
keter, and again through the cost 
of his own seasonally idle storage 
equipment and transportation. 

I am not prepared to discuss 
with you the costs of operating 
underground storage reservoirs. 
We were the first to have such, 
and by midsummer of this year 
we hope_to have in excess of 200,- 
000 bbls. of underground LPG 
storage capacity. The cost of this 
storage depends upon the initial in- 
vestment, the location, the amount 
of reprocessing required to keep 
the product on specification and the 
cost of loading and reshipping. 
There are at least two producer/ 
marketers which are currently 
charging, or plan to charge in ef- 
fect, a premium of 2 cents per gal- 
lon for any product that is stored 
in summer and withdrawn for 
winter demand. 


Higher Charge Approved 


This charge has the Office of 
Price Stabilization’s approval, and 
it seems reasonable to assume that 
everybody in the business with un- 
derground storage now installed 
will apply for price equalization. 
Whether or not the 2-cent-per-gal- 
lon will be the average cost of the 
industry is not certain at this time 
because of the variable of reservoir 
operating cost. 

You people in the bottled gas busi- 
ness, solely, are not apt to be trou- 
bled with increased prices caused by 
possible storage reservoir operations 
because your load is constant and 
dovetails perfectly with the rate at 
which most producing plants manu- 
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facture the product. You should con- 
tinue to buy your products without 
seasonal premiums. There is, how- 
ever, a trend towards operating a 
bottled gas business in combination 
with bulk or tank gas, and this in- 
evitably brings up the attendant prob- 
lem of seasonal variations of demand. 

In other words, you may be back 
to space heating, higher winter re- 
quirements and the unbalancing of 
your supplier demand. If you in- 
stall the proper size bulk tank stor- 
age for your customers and retain 
the right to fill at your conven- 
ience and at a time when product 
is normally in seasonal excess con- 
dition (currently the summer 
months), you may still get by with- 
out paying any premiums for prod- 
uct. 

Those Who Must Pay More 


If, on the other hand, you do not 
have access to the storage at all 
times and have to fill in winter 
your winter excess demands, then 
you are going to qualify as one of 
the prospects for higher priced 
winter products. 

A necessary part of the storage 
operations are transportation fa- 
cilities. Now let me tell you some- 
thing about tank cars. Here are a 
few facts: 

The average bulk dealer does 
well to have what is normally clas- 
sified as a 1.5 or 1.6 to 1 winter- 
summer ratio. The tabulation in 
Table 1 would be a fairly typical 
operation. 

On the average, tank cars cur- 
rently cost about $137.50 per 
month when leased from car leas- 
ing companies. With the 1.57 to 1 
ratio outlined above, there are 15 
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Demand 
Carloads 
Per Month 


January 
February 
March 
April 

May 

June 

July 
August 
September 
October 
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December 
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Carloads Winter 
Carloads Summer 


TOTAL 
CARLOADS: 90 


Winter-Summer Ratio: 1.57 to 1 
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TABLE 1 


Per Month Req'd 


Average 
Tank Cars Excess & 
Req’d at Maximum Minimum Idle 
1.6 Trips Tank Cars Tank Cars Tank Cars 
Req'd Per Month 
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car months of idle time costing 
$137.50 each. This is an out-of- 
pocket cash cost of $2,060. On a 
yearly basis, with a total demand 
of approximately 900,000 gallons, 
this is an excess cost per gallon 
to the producer of approximately 
Y, cent. If you wish to consider 
the excess cost as a penalty on cars 
supplied to move only the winter 
portion of this theoretical distribu- 
tor’s requirements, then the excess 
cost increases to 3/8 cent per gal- 
lon premium. 

Those of you who have ratios in 
excess of the 1.57 to 1 given here 
can easily calculate the value of 
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your business, or if you want to 
describe it otherwise, the cost of 
your business to your supplier. 

To summarize briefly the supply 
situation I conclude: 


1. That next winter’s supply will 
not be adequate. 

2. If you want to be realistically 
safe, you should not (during the 
coming spring and summer) d 
anything in the way of new sale 
which will require you to ask your 
current supplier for more produtt 
next winter than you received dur- 
ing this past winter. 

3. Any new supply coming from 
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the oil and gas fields will probably 
cost you more, due to the effects of 
general inflation. 

4. Do everything you can to 
smooth out your product demands 
or many of you with extra winter 
requirements may soon pay a pre- 
mium on all or some portion of 
your excess winter demand. 


In the event all this sounds quite 
discouraging, I quote a few lines 
from a recent article on the sub- 
ject of supply and demand: 

“The function of a normal mar- 
ket is to balance requirements to 
supply. Low prices expand demand 
and curb supplies. High prices 






los Angeles firemen spend their own time to learn about the safe handling of L. P. gas. 





curb demand and expand supply. 
In other words, available supplies 
normally are ‘allocated’ to those 
uses which willingness and ability 
to pay dictates.” 

Unfortunately, we are not in a 
normal market condition due to the 
existence of ceiling prices, but 
there is certainly reasonable hope 
that something close to normal 
market conditions will be achieved 
in the near future through a 
change in the current OPS ceiling 
prices on L. P. gas. With a change 
in ceiling price will come the in- 
crease in production you and the 
industry deserve. 


Extreme right, Inspector McLaughlin; next, Jack Griffith, sales manager, Mutual Liquid 
Gas Co., in nearby Inglewood where many demonstrations are held. Stooping, hands on 
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knees, Bob Frazer, Mutual sales engineer in charge of instruction. 
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Storing, Handling — 
Butane-Propane 


INCE 1937 demand for LPG has 

increased at the average an- 
nual rate of about 25% over the 
previous year’s production. To 
meet winter demands of its custo- 
mers Carter Oil Co., Tulsa, Okla., 
not only squeezes every possible 
drop of butane and propane out of 
the gas at the natural gasoline 
plants, but it also maintains stor- 
age wells where large quantities of 
the product are stored in the slack 
summer period. 





left (top): Inspecting pumps at the Fitts, 
Okla., gasoline plant of Carter Oil Co. 
which will move LPG from storage to load- 
ing racks. Bottom: Checking the loading 
mechanisra of a tank car. 
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When demand exceeds supply, storage 
wells like this one in Oklahoma are 
opened. 


An independent dealer's truck arrives at 
Carter plant for load of butane-propane 
mix. 











Would a “Carolane Gas Service” sign on the building increase the billboard value of 
the trucks? Our advertising specialist says it would. 
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OUR ROLLING PIPE UNcs 
WEST FLORIDA GAS 


West Florida Gas and Fuel Co. gets attention with a slogan that stirs the imagination. 


A triumph of decorative art and modern streamlining. 
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HE pride of parenthood 
TL sore a ruddy glow over Al 

Spier’s sun-browned features 
as the shiny new white and red 
bulk truck rolled to a smooth stop 
at the loading rack. In striking 
black letters, ““Pyro-Gas” stood out 
on its smooth sides, echoing the 
larger signs on the bulk tank and 
above the combined office and show 
room. 

“Pyro-Gas” was Al’s baby. In 
the five years since he had stepped 
off the destroyer “Tinkham” for 
n. the last time, he had built the bus- 
iness up from nothing and a bor- 
rowed truck to two million gallons 
a year. 
| “Nice paint job,” he commented 
to his visitor and former shipmate, 
Bill Evans. “We spend a few bucks 
extra to establish our product name 
and make our trucks stand out from 
the crowd. As an advertising man, 
how do you like our rolling bill- 
boards ?” 



















APRIL— 1952 


HOSE ROLLING 







...Make Them Pay Off 


“Very neat.” Bill’s practiced eye 
went over the job in quick apprais- 
al. “Nice background effect; strik- 
ing color combination; good prod- 
uct name; nice lettering. I’d guess 
it’s about $225 worth of high grade 
painting. But if you were my client 
instead of just an old buddy from 
the South Pacific, I’d have you 
spend a few dollars more. It’s a 
good paint job, Al, but as a rolling 
billboard I’d say you are losing 
from $500 to $800 a year on it. 
How many moré of those trucks are 
you losing that kind of money on?” 

“We have four trucks,” Al re- 
plied, with icicles in his voice. 
“They are the best looking darned 
trucks in the country. They are a 
credit to our business. They cover 
the highways for about 30 miles in 
every direction. Everyone knows 


By CARL ABELL 





‘Pyro-Gas’ from seeing it on our 
He paused to catch his 


” 


trucks. 
breath. 

“Your every statement is cor- 
rect,” answered Bill, “but at the 
same time five or six competitors 
from this and neighboring towns 
are covering those same routes. The 
customers along the line also know 
about ‘Whoozis-Gas,’ and ‘Boopa- 
gas’, and ‘Cooky-gas’ and a lot of 
other gases, from seeing their 
names on trucks. 


Give Customers a Reason to Buy 


“They know just as much about 
the other brands as they do about 
your gas. Perhaps every one of 
those local citizens agrees that you 
do have the best looking trucks on 
the route. Does that give them any 
reason to buy your gas instead of 
your competitor’s?” 

“You mean—,” began Al. 

“T mean,” said Bill, “that at con- 
siderable expense you have built a 
nice background for advertising 
that could do you a lot of good, but 
you did not carry through. Take a 

-look at that billboard across the 
street. How long has Coca Cola been 
using that space?” 

“About three years, 
guess.” 

“Then they must think it is 
worth what it costs, which is $40 
per month plus the cost of the 
monthly change of paper. That’s 
about twice as much per year as the 
cost of your paint job on one truck. 
Now let’s make some comparisons. 
That sign stays in one place. It 
doesn’t have the attention value of 
motion, and it doesn’t get around all 
over the country. The billboard is 


I would 
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visible to passing motorists from 
only one direction, and the neigh. 
bors who do not pass that way do 
not see the message. 

“You notice that the Coca Cola 
sign does have a message—a sug. 
gestion of the personal satisfaction 
to be gained by drinking Coca Cola, 
That company, by the way, is one 
of the oldest and most successful 
advertisers in the United States, 
and their experience tells them that 
billboards must deliver messages. 
Your rolling billboards go all over 
this part of the country. They couli 
carry your message to everyone in 
the community—if you had a me 
sage. It could even tell your story 
from both sides. Al, you are paying 
for the delivery of those messages 
every day. Why don’t you say a few 
words in favor of your product?” 

“I’m beginning to see,” said Al. 
“What kind of message do you 
think we should use?” 


Good Slogan for New Territory 


“That requires a little study. It 
depends upon what you need to ac 
complish with your advertising. | 
saw a bulk truck down in Flori 
that had a wonderful message for 
a pioneer territory, where L. P. gas 
is still fighting-its way into com 
petition with other fuels. It read, 
“Our Rolling Pipe Lines Neve 
End.” I like its imaginative quality, 
but it might not be so good here 
because you are so much farthe 
along in the development of yoll 
market. 

“Likewise, ‘City Convenience 
Rural Homes’ and ‘Warmth With 
out Waiting’, are good industry at 
vertising lines. They carry stro 
suggestions, but I doubt if they 4 
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Attractive script lettering individualizes the ‘‘Hydratane" brand name on bulk plant 
and delivery truck (top and bottom)—helps to make it remembered. 


what you need in this competitive 
area. You have built up a good vol- 
ume here. How did you do it? Is 
your gas better? Does it burn long- 
er? Does it cost less?” 

“Building business is just plain 
hard work,” replied Al. “We like 
to think that our gas is superior, 
but that would be awfully hard to 
prove. We get new volume from 
three sources. By keeping the driv- 
ers alert we pick up a few new cus- 
tomers who move into our rural 
area—buying ranches or building 
new homes. We take a certain num- 
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ber of customers away from our 
competitors, and now and then a 
competitor takes one of ours. 

“T think we are ahead on the ex- 
change, because we are very care- 
ful in our service relations, so our 
customers are generally pretty 
loyal. Then we look for additional 
uses that our customers should 
make of gas—we sell all kinds of 
appliances, heaters, brooders, and 
tractor conversions. In every line, 
we try to sell the best. In our op- 
eration, service comes first. We 
take pride in our personal depend- 













ability, and we want everything 
else to match up.” 

“You recommend yourselves 
rather highly,” said Bill, and his 
voice carried no disrespect. “But it 
always sounds better to have some- 
one else recommend you. The old 
testimonial idea, you know. The 
recommendation can be either di- 
rect or implied, and it must be 
short. Something like ‘Pyro-Gas— 
the service your neighbors prefer.’ 

“You don’t just sell gas—you sell 
a result, which, theoretically at 
least, can only be obtained by the 
use of your product. That line as- 
sumes that your loyal customers 
will give a favorable report if called 
upon to testify. Or you might pre- 
fer ‘Pyro-Gas, the service shrewd 
buyers select.’ It would be rather 
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Acme Butane paints buildings and 
vehicles the same colors—uses the 
same block type letters throughoul, 


ACME BUTANE 
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hard for a customer to respond un- 
favorably to that one; and just as 
hard for a competitor to take the 
play away from you.” 

“Using either of those ideas,” 
Bill continued, “you would also 
have a golden opportunity to follow 
through and multiply your bill- 
board service all over the territory. 
What color do you paint your cus- 
tomers’ tanks?” 

“Aluminum.” 

“Just like all your competitors?” 

“Good gosh—I never gave that a 
thought! I’ve sure been overlooking 
a bet.” 

“You sure have. The color com- 
bination of your trucks—white top 
and red bottom, can be identified 
as far as a tank can be recognized. 
How about dolling up your custom- 
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ers’ tanks the same way? Some of 
your customers’ tanks must be with- 
in eyeshot of the road. Also, why 
not get yourself a big stencil that 
reads, ‘This farm, too, uses Pyro- 
Gas,’ and apply to the same tanks. 
That idea has been used successful- 
ly in other lines. 

“There was a little oil company 
out on the Pacific Coast that used 
it with terrific effect. They had a 
good number of farm accounts, 
though they fell considerably short 
of being the dominant marketer. 
They got out some attractive wood- 
en signs that read, ‘This ranch, too, 
uses “Seaside” gasoline,’ and they 
hung one of these signs on the front 
fence of every rural customer’s 
property that fronted on the high- 
way. Maybe they put up three or 
four of the signs on some of the 
larger ranches. 

“The big oil companies had no 
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way of combatting the impression 
created by all those signs, and so 
help me, in some of the largest 
counties out there it looked for 
years like ‘Seaside’ sold more gas- 
oline than Standard Oil.” 

“Okay, Bill, we invest in some 
paint and stencils. Fortunately, we 
already have a compressor and a 
spray-gun. Do you have any more 
ideas as good as that one?” 

“Maybe. I notice that there’s an 
industry campaign in the maga- 
zines, promoting the use of L. P. 
gas. Wouldn’t it be worth while for 
you to tie in with that program?” 

“That,” Al spit at an ant hurry- 
ing across the yard, “is where I 
tangle with your professional ad- 
vice. I have spent five years estab- 
lishing ‘Pyro-Gas’ as my own 
brand, and trying to individualize 
it, and along come those birds and 
try to get me to call it ‘LP-Gas,’ 
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Bottled gas delivery trucks can also be made into attractive ‘‘rolling billboards.” 
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which would put me in exactly the 
same boat as all my competitors.” 

“At least, you should put the 
blue flame emblem up with your 
brand name, and put in small let- 
ters under your brand that it is the 
best L. P. gas.” 

“T’ll take that under advisement. 
Anything else?” 

“Yes, but the timing is not the 
same on this one. On the others, 

;you can go to work right away. 
This one comes a little later. How 
long has it been since you were in 
a town where they have street cars 
or a big fleet of city buses?” 

“So happens it was only two 
weeks ago. What’s that got to do 
with me?” 

“Nothing, Al. But let’s not get 
so fogbound that we can’t look over 
an idea from which some one else 
has made a profit. Did you see any 
advertising signs on the sides of 
those cars or buses?” 

“Sure—there was one sign on 
each side of every bus. Weren’t all 
the same, either. Got me into a lot 
of trouble—the missus read one 

about a one-day bargain sale— 
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A good job from every angle. It tells 
its story from both sides and from the rear. 
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With exceptional turnover of population, 
Florida Gas Corp. makes it easy for new 
residents to contact the firm. 


green tag day—she made me run 
interference for her into some of 
those stores. Regular madhouse. 
Finally got her to stop by dragging 
her to a matinee. Got that idea off 
the side of a bus, too.” 

“All right, Al. Those signs are 
made for quick change. You could 
use the same idea on the sides of 
your rolling billboards. You carry 
several lines of appliances. Some 
of them are seasonal, and some 
can be advertised profitably at any 
time. To make the idea effective, 
you will need a rack to hold the 
signs on each side of each of your 
four trucks. The signs will all need 
to be the same size, and they should 
be rainproof. 

“Why don’t you write to the ad- 
vertising managers of each com- 
pany whose appliances you sell, and 
ask them to get together on such a 
standardized, changeable sign pro- 
gram? Then you can shift the signs 
around to meet your seasonal and 
temporary needs, and your manu- 
facturers’ appliances will get a lot 
of good advertising all along the 
highways and the back roads. And 
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by the way, put your address under 
that telephone number on your 
truck doors. You don’t want pros- 
pects going to your competitor be- 
cause they do not know how to find 
you.” 

“Bill, you are just running over 
with ideas. How the heck do you 
get so many?” 

Bill Evans bowed in a semblance 
of modesty. “They just come to 
me,” he said. “Not the way I would 
like to have clients believe, however. 
None of those ideas are new, or 
original with me. Somewhere or 
other I have seen every one of them 
working successfully for some other 
line of business. And this change- 
able sign idea—even that is not 
mine. It was given to me in a 
chance contact, by Don Campora, 
who runs a business like yours in 
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The Economy Gas Co. fleet presents complete billboard service on its fleet of nine 
. trucks similar to those shown. 








Stockton, Calif. He probably adapt- 
ed it from the buses that run 
around his home town, or from the 
express company, which has used 
it for years. 

“He has already asked some of 
the appliance manufacturers to put 
out those changeable signs, and 
they have told him that they would 
do it if a definite demand was ex- 
pressed by dealers. Why don’t you 
write to them, Al, and build up that 
demand?” 

“T’ll do it. And to think I came 
near being satisfied with just 
showing the name of my product 
on the trucks! I see now that some- 
thing else must be added to put the 
name in a favored position with 
the prospect. Bill, aside from sen- 
timental reasons, I’m really glad 
you came along!” 
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I am here* today to tell you that 

appliances have been and still 
are the life-blood of your business! 
There just would not be any lique- 
fied petroleum gas business today 
if it had not been for the appliance 
manufacturers. To a great extent 
they have provided our investment 
capital, the money for expansion, 
and the avenues through which we 
have been able to broaden our fields 
of service, thereby increasing our 
volume of gas business. 

Appliances are indispensable to 
us. True, the oil industry has pro- 
vided us with a product to sell, but 
our L. P. gases would still be only 
an interesting laboratory product 
if the appliance manufacturers had 
not provided us_ with the means 
to convert them to the service of 
mankind! 

Now, I don’t know of any ap- 
pliance manufacturer who has 
come right out and loaned any man 
$20,000 or $30,000 with which to 
go into the gas business, but I 
do know of plenty of them who 
have put valuable merchandise 
onto showroom floors with nothing 
more to back up their investment 
than their faith in human nature. 
I do know also plenty of gas men 
who have started with little or 
nothing, and who acquired the 
necessary capital for investment by 





*From a speech delivered at the Indiana 
L. P. Gas Assn. meeting. Abstracted by 
BuTANE-PROPANE News. 
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Appliance Sales and Over-All Profits 









By C. C. TURNER 





selling appliances which the manu- 
facturers have furnished to them 
on liberal credit terms. 

All of this is quite an admission, 
coming from one who is first, last, 
and always a gas man, and who 
has looked upon appliances as a 
means to an end. Perhaps at this 
point it might be well to make a 
further analysis of our business. 
There are two sides to our busi- 
ness. We sell appliances, and they 
provide us with quick, easy profits 
to pay present expenses and make 
an investment in the future. We 
sell gas and acquire gas customers, 
and this phase of our business 
might be likened to putting money 
into the bank against old age. 

The gas business provides us 
with moderate profits which we 
also plough back into the business, 
and it is the gas business which 
holds our heads above water in 
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times of depression when appli- 
ances are not selling. 

It is the gas business on which 
we count when we decide to rest 
upon our oars, take it easy, and 
enjoy the fruits of a lifetime of 
effort, and it is the gas business 
which provides us with something 
to sell at any time when we have 
need for immediate cash. 

An appliance agency has no 
cash or goodwill value because it 
depends entirely upon the ability 
of the man behind it, and you can’t 
transfer sales ability. On the other 
hand, gas contracts, gas equip- 
ment, gas plants, etc., do have a 
cash value. Our appliance connec- 
tions merely provide us with the 
opportunity to cash in on our sales 
abilities. Our gas business pro- 
vides us with a safe place in which 
to invest at a fair profit the money 
which we have acquired in selling 
gas appliances or from _ other 
sources, 


Dealers Are Vulnerable 


My next remarks will not be of 
interest to the fellow who merely 
sells gas ranges and has no interest 
in selling water heaters, gas re- 
frigerators, space heaters and 
other types of appliances. Such a 
fellow is in a mighty vulnerable 
position. Reddy Kilowatt has a lot 
of well thought-out arguments when 
it comes to domestic cooking, and 
in spite of the fact that most of 
them will not hold up against logic, 
it isn’t too difficult for him to 
knock off a few of our gas-cooking- 
only customers. Reddy Kilowatt 
has plenty of gadgets on his elec- 
tric ranges. I counted 14 buttons 
with 54 different combinations on 
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Mr. Turner is one of the best 


informed men in the industry. 
Whether his subjects cover indus- 
trial and commercial installations 
or the domestic field, his vast 
background of experience qualifies 
him to talk upon them in relation 
to sales, service and management 
problems. 

Mr. Turner is the author of 
“The Bottled Gas Manual” which 
ran serially in BUTANE-PROPANE 
News before being published in 
book form, and his series entitled 
“Practical Management of an L. P. 
Gas Business” is running currently 
in this magazine.—Editor. 











one electric range the other day. 

Women love gadgets. There isn’t 
one woman in 500 who uses all of 
the gadgets on her electric range 
or understands how to use them, 
but they are there, and Reddy 
Kilowatt knows well how to play 
on this weakness. If you think to 
build your gas business on domes- 
tic cooking appliances only, Reddy 
can out-gadget you, and you are 
quite apt to lose some of your 
customers to him. 

When you come to water heaters, 
you have a lot more to offer the 
customer than does electric com- 
petition. You can offer (1) lower 
first cost, (2) greater speed, (3) 
more flexibility, (4) more hot 
water when it is wanted, (5) 
greater dependability, (6) less to 
get out of order, (7) longer life, 
and (8) if your rate structure is 
right, less cost per unit of water 
heated. Next to the domestic range, 
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the water heater is our easiest ap- 
pliance to sell, and it is our best 
load-builder in the over-all picture. 

Of greater importance to us than 
the advantages which we can offer 
the buying public or the immediate 
profits involved in the appliance 
sale is the increased security 
which each additional gas use 
brings to us against the raids of 
electric competition upon our es- 
tablished gas customers. 

Why is this? It is because the 
more gas appliances a customer 
owns, the less likely he is to change 
to electricity. He will think once 
of the cost of changing his gas 
range for an electric range, but if 
he also has a gas water heater he 
will think twice, and if he also has 
a gas refrigerator he will think 
three times. This also applies to 
space heaters, clothes dryers, in- 
cinerators, gas lights, and various 
other superior appliances with 
their complementing comforts 
which gas appliances, and gas ap- 
pliances alone, bring to their users. 


Advantages for Customers 


Furthermore, if your gas price 
structure is right, it will offer 
financial advantages to the custo- 
mer for each additional gas ap- 
pliance which he owns, and con- 
versely, it will penalize him for 
each gas service which he discards. 

There are a few in this industry 
who refuse to sell anything but 
gas ranges because multiple-pur- 
pose appliances involve sliding 
scale gas price schedules or quanti- 
tative discounts. 

When it comes to selling, here 
is a method I believe to be highly 
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effective. You can sugar-coat the 
bitter pill of hard work in selling § ft 
merchandise by engaging in all}! h 
sorts of promotional activities, but 
nothing beats the old-fashioned § 224 
method of ringing doorbells. Some. § He 
times I ask myself, with all of our § 
advertising campaigns and_ sales thr 
contests haven’t we sugar-coated the 
the pill of salesmanship to the V 
point where we have numbed the § 
ability of those who are real sales- like 
men, and in this process haven’t we § ™# 
acquired a lot of employes who § %¥ 
never were and never will be sales- § % 
men? Haven’t we become so en- bel 
tangled in the mechanics of sales § 2” 
methods that we have lost sight of § “iT 


our objective, which is to sell? . 
i 

Poor Selling Methods ho 

ask 

Too many of our employes ex- ] 


cuse their failures to produce the 
results by posing as ambassadors the 
of good-will. I believe that our 1 
modern sales methods have become 
so complicated and at the same 
time so commonplace that they 
drive away instead of create sales, TC 
and that some of our deceptions 
practiced in the name of salesman- 
ship create distrust. Pf 

Haven’t we got into a rut trying 












to buy sales with gadgets instead In 
of selling our products upon their | 
merits and the services which they ? 
can render? Aren’t our sales meth- a 
ods patterned after big business § g, 
methods instead of being simple, § of 





direct methods which are effective 
at home on Main St.? Haven’t we 
lost the very essence of salesman- 
ship in our failure or our fear of 
simply asking them to buy? 

My thoughts go back to old Ben, 
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the best salesman who ever worked 
for me. He didn’t impress me when 
| hired him. He was short, dis- 
proportioned, rather poorly dressed 
and his voice was like a fog horn. 
He was so homely that he couldn’t 
be anything but honest! But 
through diligent effort he soon led 
the sales force. 

Why was old Ben, with all his 
handicaps and his un-salesman- 
like appearance, such a good sales- 
man? First, he took the time to 
study his product and prepare a 
good sales story. Second, he really 
believed in what he was selling. 
Third, his approach was simple and 
direct. Fourth, he was so sincere 
that you just had to believe him. 
Fifth, he worked long and hard 
hours. Sixth, he wasn’t afraid to 
ask people to buy. = 

If there is anything worthwhile 
that I can bring you, today, it is 
that message from old Ben. 

Think first, (that implies plan- 
ning), wear out plenty of shoe 
leather, recover the lost art of 
door-bell pushing — ASK THEM 
TO BUY! 


PAD Makes Changes 
In Official Staff 


Charles E. Spahr, vice president in 
charge of the transportation depart- 
ment of Standard Oi] Co. (Ohio) and 
more recently deputy director of the 
Supply and Transportation Division 
of the Petroleum Administration for 
Defense, has been named director of 
that division. He succeeds George A. 
Wilson. 

William W. Keeler, vice president 
of Phillips Petroleum Corp., has been 
made director df the Refining Di- 
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vision. He replaces C. E. Davis, who 
will become assistant deputy adminis- 
trator in charge of domestic petroleum 
operations. Mr. Davis succeeds Alfred 
P. Frame. 

W. Vaughn Ischie, Sinclair Refining 
Co., has been appointed deputy di- 
rector of the Foreign Refining Di- 
vision. He succeeds George T. Ballou. 

David H. West, former chief of the 
Distribution Branch of the Supply 
and Transportation Division, has been 
named assistant director of the 
Foreign Supply and Transportation 
Division. 

John H. Lacy, former consultant on 
manpower and labor relations prob- 
lems in Auburn, Alabama, has been 
made director of the Manpower Di- 
vision. He succeeds Samuel E. Hill. 


Kentucky Group Holds 
First Service School 


First in a series of service schools, 
co-sponsored by the Kentucky L. P. 
Gas Assn. and the office of Kentucky 
fire marshal, was held March 27, at 
Princeton Hotel, Princeton, Ky. The 
industry short course featured prob- 
lems of heating, cooking, water heat- 
ing, and installation. 

Operators and their service per- . 
sonnel from Districts 1 and 2 of the 
Kentucky association attended the 
training course, according to L. C. 
Stauble, co-chairman, Education com- 
mittee, and Paul G. Boyd, committee 
member from District 1. 

Heating problems were dealt with 
by Glen Frey, General Gas Light Co. 
Warren L. Reidling, Caloric Stove 
Co., was in charge of range service 
discussions. 

Two films prepared by the LPGA, 
“Gas for Home and Industry” and 
“More for the Money” were shown 
during the course. L. S. Chavin, in- 
spector from the state fire marshal’s 
office, was in charge of registration. 
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Your Business Will Reflect 





The Way You Supervise Employes 


HEN new equipment or ma- 

chines are purchased you 
receive printed instructions on how 
to make them work. A factory 
representative or skilled service- 
man often calls to see that the de- 
vices are operating properly. When 
you get new employes, however, 
there are no booklets or tags hang- 
ing from their necks to tell you 
how to make them work. No fac- 
tory representative or serviceman 
appears to get the employes started. 
It is up to the dealer—the super- 
visor—to make the new employes 
work. 

Americans are unusual people. 
They work only if they want to 
work. It is almost impossible to 
make someone do a job unless you 
cause him to want to do it. It is 
necessary to build incentive or 
desire if you want an employe to 
do his work well. This thinking is 
especially applicable to the present 
labor situation, which is one of 
more jobs than competent workers 
to fill them. 

There are hundreds of things 
you can do to make employes want 
to work. Have a new employe re- 
port for duty at a time when you 
can receive him. It is usually a 
mistake to ask a new man to report 
at the beginning of a work day, as 
you are too busy to spend any time 
with him. Early morning likely 
finds you sending installation 
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By BILL N. NEWMAN 


crews to their jobs and helping 
fuel truck drivers start their runs, 
In the middle of the morning or 
early afternoon, after activity at 
the office has diminished, is a good 
time for new personnel to report, 
Then you can properly induct them. 


How To Induct 


Make the new person feel at 
home. Smile. Call him by name. 
Relieve him of his hat, coat, or 
other belongings. Introduce him to 
other members of the firm who 
happen to be around, mentioning 
the jobs that the others have. All 
new employes need this friendly 
treatment since they are nervous 
at first. Until put at ease their 
minds are not receptive to any in- 
formation you might impart. 

Then seat the new worker and 
get down to business. First tell him 
about the importance of the LPG 
industry, about the many ways it 
contributes to modern living. After 
selling him on the industry as a 
whole it is time-to sell him on your 
particular company. Explain com- 
pany policies, both those regarding 
employes and those regarding cus- 
tomers. Let him know that you 
never sell or install a job that you 
are afraid to check back on, that 
the customer gets value and serv- 
ice. 
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thd oo EVOLUTIONARY 


REFRIGERATOR-HOME FREEZER ! 


The 1952 Servel gives you the exclusive selling advantages of 





FREEZING SYSTEM 


No Moving Parts — 


Stays Silent Forever 


On your mark, Mr. Dealer! 
Here’s the big news about 








is a PLUS... 


your ¥ AutomaticDefrosting! ¥ Dew - Action Fresh- 
0Mm- eners! 
y¥ Butter Conditioner! 

Plugs in! Moveable! wy Adjustable Shelves! 


Odds & Ends Basket! ¥ New Design Door 
For small items! Handles! 


ALL AMERICA WILL WANT THIS NEW 
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' the new Servel with Perma- 
Cold—world’s most ad- 
vanced freezing system! 


| LOOK! serves 


REVOLUTIONARY 6 


EXCLUSIVES 


No moving parts in freezing 
system! 


Nothing to wear or make noise 
— ever! 


Goes into action with a change 
of even one degree! 


Permanently silent! 

Runs on dependable gas! 
Freezing system guaranteed 
10 years! Twice as long as any 
other refrigerator! 

Choice of interior cofor 
decoration! 


Icicle Blue, Sunfrost Green, 
Luminous Gold. 





GAS REFRIGERATORS 


TYPE OF REFRIGERATOR! MAKE CERTAIN THEY BUY IT FROM YOU! 
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Employe benefits, including va- 
cation, insurance, overtime pay, 
etc., should be mentioned unless 
covered in a previous interview. 
Make the new man glad he has 
joined your firm. 

The next thing is to point out 
any advantages of his specific job. 
“You will be working in our nice 





comfortable office and can sit most 
of the day,” or “You'll be working 
outside most of the time—not 
cooped up in the office and tied to 
a desk.” 

Up to now you have spent about 
30 minutes on background infor- 
mation. If you want the new in- 
dividual to stay with your firm for 
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any length of time, however, the 
30 minutes is an excellent invest. 
ment. Somewhere, somehow lh 
must get job incentive; the back 
ground information helps give hin 
this incentive to work. 

Now for his duties. Begin gen. 
erally on what he will be expected 
to do. A maze of detailed inform: 
tion at first cannot be remembered, 
so keep the information general. 
This is the time, on the other hand, 
to inform him of the extra ani 
unusual tasks he must accept. He 
is receptive to anything nov; 
whereas, two weeks later an addi- 
tional duty will seem like a burden 
to him. It is always a good idea 
to tell new workers that they will 
have to pinch hit on different 
types of jobs when emergencies 
arise, as this relieves you of later 
hearing, “I hired out as a plumber 
—you can get someone else t 
drive that truck.” 

The new employe can now be 
turned over to one of your better 
men for training, but let’s not for- 
get about him. Watch his develop- 
ment, commend his progress, ani 
anticipate his success. 

Correcting Employe Mistakes 

Few supervisors can correct en- 
ploye mistakes without creating 
resentment. Like most other things. 
it’s all in the way you do it. Tact 
fully, privately, and objectively is 
the answer, but let’s elaborate... 

Mistakes often go without cor- 
rection because we hate to nag a 











people. This results in repetition 
of the same mistake until the dealer 
blows his top! Then he bawls out 
the employe, and sparks begin to 
fly. 
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It is better to correct mistakes 
as they are made. Why put it off? 
Correcting mistakes is a day-by- 
day responsibility of the dealer. 
There should be nothing distaste- 
ful about it. Just pick a time when 
the worker is alone, so that he 
will not be embarrassed in front 
of others, and begin in a friendly 
way. If possible, allow the individ- 
ual to recognize his own error, as 
this lets him “save his face.” You 
can often let him correct his own 
error; then you are sure he knows 
the correct procedure. You are not 
trying to find fault, place blame, 
or give somebody the devil. You 
want merely to prevent that worker 
from making the same mistake 
again. Criticize the work, not the 
worker, in order to be objective 
and impersonal. Great tact must be 
used lest resentment be created. 
Few people can take criticism 
gracefully. 

Those who continue to make the 
same mistakes even though they 
know better—chronic offenders— 
must be dealt with more. firmly. 
Think twice, however, before you 
threaten to fire an employe, as this 
is the weapon of a weak executive. 
It is usually better to discharge an 
employe or to put him on proba- 
tion. Threatening to fire a worker 
is much like a declaration of war 
between the two persons, the 
dealer and the employe. It too often 
results in the latter quitting or in 
his striking back by letting the 
dealer down when the dealer needs 
him most. 


Handling Personnel Problems 


Where you have people you have 
problems. A personality clash be- 
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tween two employes, a feeling that 
the paycheck is too small, one 
worker being favored to the ex- 
clusion of others, a sudden change 
in working conditions or company 
policy, or many other things can 
result in employe complaints. It 
pays the dealer to prevent com- 
plaints by eliminating conditions 
that lead to employe irritation, for 
a grieved employe does not do 
good work. Also, one sour apple 
spoils the others. Many personnel 
problems are prevented if the 
dealer anticipates the needs of 
workers, explains changes of policy 
or plan in advance, treats his staff 
impartially, gives the reason for 
any unusual orders he wants car- 
ried out, considers employe sug- 
gestions, and is sympathetic and 
understanding. 


Problems Inevitable 


Some problems will crop up, 
though, in spite of your preven- 
tive measures. When faced with a 
complaining employe, listen to him. 
Listen with attention and interest. 
Listen without interrupting, so 
that he can get it all off his chest. 
Listen without a preconceived no- 
tion that the complaint is not 
justified; be without bias. Get all 
the facts and opinions in the mat- 
ter, including the opinions of any 
others who are concerned. Then the 
information can be evaluated. 

Solutions to the problem can be 
considered in light of their effect 
on the individuals, the company, 
and customer service. Arrive at 
and present a definite decision, let- 
ting each person know that his 
side has been considered (especial- 
ly the loser’s). Then put the de 
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Here’s another outstanding Superior 
safety feature—the trip-lever action 
of the new quick-acting shut-off valve. 
The novel diaphragm valve construc- 
tion assures you of immediate open- 
ing and shut-off—completely safe 
from leaks. Quick-coupler with neo- 
prene nose seat for quick assembly 
and disassembly. Two-ply, heavy- 
duty neoprene charging hose and 
re-usable stems and ferrules on hose .. 
ends are other quality features on 
this Superior equipment. 





You can rely on Superior’s Symbol of Safety 





Superior valve & fittings company 


1509 West Liberty Avenue ¢ Pittsburgh 26, Pennsylvania 
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cision into effect promptly. By 
facing worker complaints, rather 
than ignoring them, personnel 
problems can usually be solved and 
harmony restored. 


Building Morale 


Each person on your payroll 
must have a proper respect for 
himself and his job. He must feel 
that his work is of some impor- 
tance to the company. Without that 
respect and feeling of importance 
morale is .low and efficiency im- 
paired. " 

The dealer should practice a 
number of considerate acts, each 
in itself insignificant, in order to 
keep morale high. He should speak 
to employes as if sincerely glad to 
see them, call them by name, show 
an interest in their problems, make 
best use of their abilities, permit 
some degree of initiative, let each 
worker know how he is getting 
along, give credit when due, com- 
mend effort as well as achievement, 
say and act “We” instead of “I,” 
and be enthusiastic. On the nega- 
tive side of the ledger, it is a mis- 
take to compare one employe un- 
favorably with others or to use 
ridicule or sarcasm. 

Company parties have their place 
in building morale. Will a party 
really raise morale, however, if on 
the day of the party the dealer 
sells as junk a trade-in range that 
an employe wanted and could very 
well use in his home? 

Cash bonuses can raise morale, 
but if the bonus does not amount 
to much, be careful. A worker who 
was given a $17.50 bonus check 
on Christmas Eve surprised his 
boss by saying, “If that is all I’m 
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Employe should feel job is important. 


worth to the company I’d better 
quit.” This ill feeling would have 
been prevented if the dealer had ex- 
plained in advance that the bonus 
checks did not nearly measure up 
to the value of each employe, that 
he simply thought they might be 
more appreciated than Christmas 
cards. Incidentally, a late 1951 
ruling of the National Labor Re- 
lations Board classified bonuses, 
given uniformly and regularly, as 
part of the wages that workers can 
expect from a company. They be- 
come subject to collective bargain- 
ing after a number of years. 

Parties, bonuses, and Christmas 
presents can be big morale factors, 
yet they cannot be used in lieu of 
common courtesy, consideration, 
and understanding. 

Supervision is a challenge. The 


dealer who accepts’ this challenge: 
gets more work from his personnel, — 
work that is done willingly and 
efficiently. The dealer who super- © 
vises well wakes up one morning © 
to find that he has a team of co- | 


operative, dependable, flexible, and 
competent men and women work- 
ing for him. 
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Diversified Accounts Keep 





Dealer Busy All Year Round 


On the day World War II restric- 
tions were lifted, Preston W. Grace, 
of White River Distributors, Inc., 
Batesville, Ark., flew to Houston, 
Texas, bought 18 L. P. gas tanks, 
returned home, and in two weeks had 
sold them all. 

This was practically the beginning 
of his operations, actually started in 
1945 with 12,500 gals. of storage. 
Today, Mr. Grace’s operations have 
expanded to the point where he has 
118,000 gals. storage capacity: 13,000 
gals. at Calico Rock, 40,000 at New- 
port, 30,000 at Trumann, and 35,000 
at the Batesville headquarters. 

After Navy duty during the war, 
Mr. Grace, a graduate of Baylor 


University in Waco, Texas, started 
practicing law in Batesville, serving 
one term as district prosecutor. The 
appealed to 


oil industry, however, 


By Zoe Johnson 


him more and from the operation of 
a gasoline filling station he moved on 
into the liquefied petroleum gas in- 
dustry. 

Mr. Grace started in a small way 
in 1945 but his territory for expansion 
was at that time practically unlimited 
and he had the ground floor. Today, 
he keeps deliveries within a 50-mile 
radius but with the strategic loca- 
tions of his plants, his company sup- 
plies 15 counties from Baxter county 
across northeastern Arkansas to the 
Mississippi river. 

The Newport plant of White River 
Distributors has an extremely diversi- 
fied market for its L. P. gas—it 
serves 50 irrigation pumps, 40 trac- 
tors, nine cotton gins, and two rice 





Trucks of White River Distributors, Inc. lined up at the home office in Batesville, Ark. 








dryers, in addition to the customary 
domestic installations. The plant, oc- 
cupying a lot 400 ft. by 300 ft., 
features a combination appliance shop 
and truck stop for butane, propane, 
diesel, and gasoline trucks. In all, 
1500 installations have been made in 
the Newport territory. Farm applica- 
tions have helped to balance the sum- 
mer-winter load. 

Mr. Grace installed his first butane 
chicken brooder at Floral, Ark., in 
1947. Since that time he has installed 
500 brooders on poultry ranches in a 
territory where poultry and dairy 
herds have transformed a formerly 
poverty-ridden area into a prosperous 
community. In Concord, Ark., a dry 
kiln for lumber operates on L. P. gas. 

As a sideline to his LPG business 
and the Buick agency in Batesville, 
Mr. Grace has been equipping trucks 
for butane transportation, complete 
with tank, meter, hose, and carbu- 
retor, for selling to other butane- 
propane dealers as complete units. 

Since starting in business, White 
River Distributors, Inc., has installed 
3500 home systems with A. O. Smith 
tanks ranging from 300 to 1000-gal. 
capacity. The company has 2500 ac- 
counts and is making an average of 
30 installations per week. Gas is 
shipped in tank cars from St. Louis 
by Phillips Petroleum. 

The company has a rolling stock 
consisting of seven delivery trucks 
and 18 installation and pick-up trucks. 
Employes number 47. 


Cities Service’s New Plant 
Will Increase LPG Production 


Cities Service Oil Co., (Del.) will 
build a natural gasoline plant near 
Blackwell, Okla., capable of producing 
approximately 200,000 gallons of 
total liquids daily, according to S. B. 
Irelan, president. 

The plant will produce iso-butane, 
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a vital component of aviation gaso- 
line, natural gasoline, and L. P. gas 
products. The project includes a pipe- 
line for the movement of products 
to the recently-modernized Cities 
Service refinery at Ponca City. The 
company’s tank car fleet will be in- 
creased by about 250 high-pressure 
cars to facilitate movement of the 
L. P. gas production to underground 
storage locations and other distribu- 
tion points. 

The plant site will be located on a 
160-acre tract approximately two 
miles northwest of Blackwell and 
construction is scheduled to begin in 
the near future, with completion ex- 
pected by early 1953. 


John Knox Smith Joins 
Metrogas As Sales Supervisor 


The appointment of John Knox 
Smith, formerly of the LPGA staff, 
to the position of supervisor of special 
sales of Metro- 
gas, Inc, has 
been announced 
by H. J. Reekie, 
vice _ president 
and general man- 
ager of the Chi- 
cago firm. The 
sale of gas and 
equipment for 
commercial and 
industrial pur- 
poses will be his 
chief task. 

Mr. Smith 
served as the 
LPGA’s field engineer for the past 
five years, working with legislative 
and firemen’s groups, and on the 
technical problems within the L. P. 
gas industry. Before that, he was 
with the Philgas division of the 
Phillips Petroleum Co. 

Mr. Smith will headquarter in the 
Merchandise Mart in Chicago. 





JOHN KNOX SMITH 
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| Pays the Rent for Many 
| Progressive Retailers 


ro- — You've got something you can depend 
as — on, when you have the Humphrey line. 
ced § You can depend on Humphrey equip- 
sie, — ment to do a fine heating job for your : 
ent § customers. You can depend on their ee 
an- & liking this equipment, and passing the Oi, 
‘hi- | word to their friends. 

The You can depend on your Humphrey 
and § sales to be consistently good, and your 
for — Humphrey profits to grow a little larger 
nd — ach season. That’s always true of a 
ur- § quality line, and the Humphrey line is 
his — (ality, inside and out. 

Yes, it’s lines like this that pay the 
th & ftailer’s rent. Why don’t you start sell- 


he § 8 Humphrey products... now? 
ast 
a | GENERAL GAS 












P. 
MT COMPANY 
TLC MPA | 
Pe KALAMAZOO, MICHIGAN Automatic Gas Unit Heaters 
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23 Warren Street, New York City © 2nd Unit Santa Fe Building, Dallas 225 Eleventh Street, San Francisco 
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Cylinder Retest 
Period Extended 


Because of the present emergency 
and until further order of the Inter- 
state Commerce Commission, the 10- 

- year retest period of ICC cylinders 
may be extended to a 12-year period, 
and the 5-year retest period may be 
extended to a 7-year period after 
expiration of the initial 12-year 
period, according to an ICC order 
dated Feb. 8, which authorized a 2- 
year extension of each retest period 
for liquefied petroleum gas cylinders. 

Extension of the retest period from 
10 years to 12 years is for the first 
retest of L. P. gas cylinders. Sub- 
sequent retests may be extended from 
5 to 7 years if the proof-pressure test 
method is used, or from 10 to 12 
years if the water-jacket hydrostatic 
test is used. 


Issue Tentative Code 
For Pressure Tank Cars 


Publication of “Tentative Code 
for Pressure Tank Car Quantities 
er Code for Calibrating Tank Car 
Tanks and for Measuring, Sampl- 
ing and Calculating Tank Car 
Quantities (Pressure Type),” has 
been announced by the American 
Petroleum Institute. The code was 
prepared by a number of co- 
operating companies under super- 
vision of the Committee on Tank 


Car Quantities of the API Di-. 


vision of Transportation. 

In two main parts, the code deals 
with measuring, sampling and cal- 
culating pressure tank car quanti- 
ties and sets forth a procedure for 
ealibrating pressure type tank car 
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tanks. Appendices present a tenta- 
tive method of measuring the 
temperature of petroleum, petro. 
leum products and sampling lique 
fied petroleum gases, as well as 
temperature correction tables. 

Identified as API Code 1202, the 
illustrated paper is available at $1 
per copy from API, 50 West 50th 
St., New York City. 


OPS Meetings Discuss Needs 
For Fuel Price Adjustments 


The OPS has been holding informal 
meetings with industry representa- 
tives in various major L. P. gas pro- 
ducing areas, to determine if any 
connection exists between ceiling 
prices, as presently established, and 
the shortages of fuel during the past 
winter, and if so, what should be done 
about it. 

At a meeting in Los Angeles Feb. 
26, which was reported to be typical 
of most area meetings, the industry 
concensus definitely indicates that 
such a connection exists. 

The OPS representatives explained 
that an increase in price for the pur- 
pose of providing incentive for addi- 
tional construction was beyond the 
jurisdiction of their body; their 
function is price stabilization, - not 
price fixing. They stated that any 
move to secure authorization for a 
higher price to provide incentive 
should come as a request from the 


industry to the PAD, backed up by § 
proof that additional production of 


L. P. gas is essential to the defense 
effort. 

Industry spokesmen at the Los 
Angeles mieeting advanced the fol- 
lowing points: 


1. Ceiling prices imposed on vari- 


ous producers, ranging from 2.8c to 
4.3c at the point of production in the 
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California area, are grossly _ in- 
equitable. 

2. The date on which the price 
freeze was based occurred during a 
period of distress selling, when the 
whole market structure was de- 
pressed, with the result that even if 
the maximum ceiling price in the 
area was applied to all producers, 
the return would still be inadequate. 

38. No adequate storage exists in 
California at this time to carry sum- 
mer surplus over to meet excess 
winter demands. 

4, The construction of extra storage 
facilities at producing plants, or the 
building of new production facilities 
cannot be justified under the present 
price schedules. 

5. No representatives of producers 
would predict the amount of price 
increase necessary to justify their 
respective companies in enlarging 
their present facilities. Spokesmen 
for several of the largest producers 
stated flatly that under the present 
price ceiling nothing would be done. 

6. To be effective in time to prevent 
another shortage next winter, relief 
from the present inadequate prices 
must come in the very near future— 
not next fall. 


OPS officials at the meeting indi- 
cated that the following remedial 
steps were under consideration: 


1. Elimination of the present in- 
equities in price ceilings where hard- 
ship is shown to exist. 

2. Adjustment of the present maxi- 
mum price ceiling to establish a fair, 
reasonable, and equitable price level, 
if legal justification for such adjust- 
ment can be provided by the pro- 
ducers. 

8. Passing on the results of these 
adjustments, and no more, to the suc- 
cessive steps, in the marketing chain 
to the retail level. 
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Then install trouble-free Honeywell 
controls like this new Y200 gas package—in 
your customers’ homes ! 





The Honeywell “powerpile” is self-pow- 
ered—needs no house current—and can 
be used in non-electrified areas as well as 
in areas where electric supply is not de- 
pendable. 

The Y 200 works panels well with gas-fired 
space heaters, floor furnaces, individual 
radiators, boilers, furnaces, etc. 

The System includes the T804B Heat 
Leveling Thermostat, the VS887A Dia- 
phragm Valve, the Qi82 Powerpile, plus 
vent tubing, wire, and staples. 

Two pilostats—the CS542 and the CS543—are availa- 


ble for use with the Y200. They are specially designed 
for L. P. gases. 


foe BN-4 | 
Please ort me retin cdenentinn and appli- 
| cation data on the Honeywell Y200 gas né opi | 
| for L. P. dealers. l 











| Name 
| Address 





| Ci Zone___State 


Honeywell” 


Fist in, Controls 
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CHAPTER 13 


What's In a Name? 





Select a good one for your company 


and the product you sell. 


lt may 


have lots to do with your success. 





this chapter you will have al- 

ready selected a name for your 
business. I hope that it is a good 
one. If not, maybe it isn’t too late 
to change it. Business and product 
names can cause you a lot of satis- 
faction, or they can bring you 
much embarrassment: 

First, let us consider the name 
of your business. Perhaps you 
haven’t thought of it as such, but 
it is your first step into advertis- 


Pitis chap when you arrive at 
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ing. You will use it thousands of 
times in the years ahead. To save 
time it should be brief; to have 
public appeal it should tell a story. 
It shouldn’t be a name that your 
competitors can make puns about. 
A pun has been known to put a 
legitimate enterprise out of busi- 
ness. 

It is natural that you should 


By C. C. TURNER 


BUTANE-PROPANE News 














> ey 


GREATEST 


VENTING PROTECTION /p 


i  ® 





















LOWEST 


INSTALLATION COST 






\: 
ey you get both when you use 


0C METALBESTOS 


GAS VENT 
Safe, Efficient Operation 


Metalbestos’ all-aluminum, double wall construction pro- 
vides maximum insulation and the permanently gastight 
joints eliminate the possibility of fire hazards or leakage of 
fumes. Independent laboratory tests prove that Metalbestos 
keeps surrounding walls cooler than any other Type B gas 
vent listed by Underwriters’ Laboratories, Inc. 


Simple Installation 

Metalbestos is easily and quickly assembled. Precision 
made QC couplers automatically align pipe sections and 
form leakproof joints. Adjustable lengths and all-purpose 
fittings eliminate expensive cutting and fitting. No cement, 
mastic or banding material is required—no special tools 
are needed. 


-] “a, M ETALB E S10 S DIVISION 


WILLIAM WALLACE COMPANY + BELMONT, CALIF 
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METALBESTOS Division, Dept. M = William Wallace Co 
Belmont, California 

Please send a copy of your new manual, “Venting of Gas 
SEND FOR 

FREE VENTING MANUAL 

A new manual, ‘Venting of Gas Appli- 
ances,"’ is now ready for distribution. Pub- 
lished in the interests of better venting, this 
valuable booklet contains the important 
tules for venting gas appliances and other 


Appliances 
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img practices. Yours without charge — A 
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What's In A Name? 





Shakespeare said it's important. 


have pride in your family name 
and wish to use it. There is no 
harm in this, but if it is a name 
like “Smith” or “Jones,” it will not 
be distinctive. In any event it bears 
no relation to the products you sell 
and, if a successor, continuing with 
your name, were to become in- 
volved in any difficulties, you would 
regret to see such reflection upon 
your name. 

On the other hand, “Cumberland 
Gas Service,” suggesting the name 
of a community of permanence 
also suggests a company which is 
going to be lasting. I feel that 
after the present owners of 
“Cumberland Gas Service” are 
dead the company will be carrying 
on. Knowing my human frailties 
I am not so sure about “Turner’s 
Gas Service.” What’s going to hap- 
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pen to it when old man Turner js 
gone? 

I caution you against a long 
name, and that is for three re. 
sons: 

First, during your business ca. 
reer you will have to write your 
business name thousands of times, 
and often in limited space. It costs 
money to write a long name be 
cause it takes time. There will be 
a tendency upon the part of your 
employes and the public to shorten 
it to something that isn’t legal— 
and possibly not recognizable. 
You’ll curse the day you allowed 
your enthusiasm to attempt to em- 
brace the universe in your busi- 
ness name. 

Second, a long name does not 
guarantee scope or stability of 
operations. Years ago one of my 
first business ventures was an 
ambitious program in which farm 
power machinery was to be made 
available on a rental basis to those 
farmers who had occasional need 
for such machinery but not enough 
work of their own to warrant the 
purchase of it. We started with a 
partly-paid-for tractor and a bor- 
rowed hay baler under the impos- 
ing name of “Mount Whittier 
Power Engineering Co.” Salesmen 
came around expecting to find a 
large, well-equipped plant, but all 
that they found was an old, empty 
barn. It didn’t take business houses 
long to place us in the proper 
credit pigeon-hole and the venture 
was short lived. 

Third, it is difficult for the public 
to remember a long name. “Elpee 
Gas, Inc.” is much easier to re 
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member than “Liquefied Petroleum 
Gas Co., Inc.,” and other things 
being equal, the gas company that 
has a short name that means some- 
thing will get more calls from 
prospects than a longer one. 


Many Fail to Use “Gas” in Name 


One common practice which dis- 
counts a gas dealer considerably, 
in my estimation, is something 
which the liquefied petroleum gas 
business has fallen heir to because 
of its youth. There are hundreds 
of electric appliance companies 
throughout the United States 
which go by such names as “The 
West Overshoe Electric Co.,” and 
many of them were going con- 
cerns long before liquefied gases 
came into existence. Many of these 
electric companies have taken on 
gas service but have failed to in- 
clude any reference to gas in their 
frm names. The inference drawn 
by the buying public is obvious. 
“Sure we have gas if you want it, 
but electricity’s the thing!” I’ll go 
along with “West Overshoe Gas & 
Electric Co.” although from Chap- 
ter 6, “Competitive Appliances and 
Stocking the Showroom,” you have 
already learned of my opposition 
to divided loyalty. 

When it comes to incorporating, 
a name is quite important and 
some states frown upon use of the 
state name in any corporate title. 
Here in Maine strenuous objection 
is now raised to any firm name that 
includes the word “Maine.” This 
is because of fear that the public 
could possibly interpret such a 
name as implying connection with 
the state government. 
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Names of localities are either 
good or bad in the firm name. As 


an example, keen business rivalry 


exists between the states of Maine 
and New Hampshire. When one 
company where I worked hit upon 
the name “Maingas” for our prod- 
uct we thought we had a “natural,” 
but when we started doing business 
over the border in New Hampshire 
we found a tremendous amount of 
sales resistance in that state be- 
cause of our trade name. There is 
a Vermont insurance company that 
encounters some sales resistance in 
Maine becausé of its name, there 


being other insurance companies 


that are native to the Pine Tree 
state. There are sections of the 
country known by names which are 
not included within state boun- 
daries, and which are more ap- 
propriate to use, such as “West- 
ern,” “Northwestern,” “New Eng- 
land,” ete. 


Include Quality of Product 


Better than such names, how- 
ever, is a good name for your gas 
which you can also promote as a 
trade name. The uses of our prod- 
uct are so exténsive that names 
which indicate its qualities, rather 
than any cross-section of the pub- 
lic which we may aim to serve, 
seem more appropriate. 

As an example, some trade name 
built around the word “cutting” 
would convey a comparatively lim- 
ited usage of the gas to the purpose 
of metal cutting, alone, whereas 
some such monstrosity as “helzgas” 
would at least bring up the picture 
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What's In A Name? 





Make it pleasing to the ear. 


of a flame that is hotter than the 
fires of Hades. 

Our product has so many de- 
sirable qualities such as_ speed, 
economy, safety, flexibility, cleanli- 
ness, and dependability, that the 
coining of a name which will 
create word pictures of any of 
these qualities should not be a 
difficult task. Furthermore, there 
are many words such as speedy, 
rapid, dependable, honesty, and 
their many synonyms, which con- 
vey the idea of the type of service 
which people hope to receive when 
doing business with you. 

In order to copyright a trade 
name (you should do this if you 
coin a good one), it cannot be just 
a combination of two words in 
their correct English spelling, for 
you cannot lift words out of the 
dictionary and claim exclusive 
rights to them. As an example, 
“Hell’s Fire” could not be copy- 
righted, but “Helzfyre” could. Bor- 
rowing an example from the elec- 
tric boys, “Frigid Air’ would have 
been thrown out as a copyrighted 
name of a refrigerator but “Frig- 
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idaire,” a combination of the two 
words with an “e” added, was ac 
cepted and cannot be legally used 
in reference to any refrigerator 
excepting that manufactured by 
General Motors. 

Phonetic spelling of a trade 
name can be offensive, particularly 
if the change from the correct 
spelling is but a slight one, and 
careful attention should be given 
to euphony. “Purgas” cannot, ex- 
cepting by a stretch of imagination, 
be made to mean “pure gas” and 
the same goes for “gudgas” in- 
stead of “good gas.” “Cleengas” 
certainly brings the thought of 
“clean gas” but simply changing 
the “a” to an “e” leaves one with 
the sneaking suspicion that the 
coiner didn’t know any better than 
to spell “clean” with two “e’s.” 
Changing the “ce” to “k” and mak- 
ing it “Kleengas” dispels any such 
thought. Obscure or involved com- 
binations of letters making a 
coined word longer than two com- 
bined words is bad business. 

Remote meanings should be 
avoided. Suppose you wished to 
convey the idea of “speedy gas.” 
If you called it “celerity gas” or 
“expeditious gas” it could have 
the same meaning, but more than 
half of your customers would have 
to look up “celerity” or ‘expedi- 
tious” in the dictionary before they 
would understand what you meant, 











and very few, if any, of them 
would bother to do that. 

It wouldn’t do any harm for you 
to consult a good advertising man 
if you must coin a name for the 
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ow North Texas Tank Co. Is Helping 


\P-Gas Dealers Balance Their Fuel Load 


North Texas Tank Company is going ‘“‘all out" to provide dealers with, the meats 


” one -" “ratio venereal Many dealers ene already mode/ hr : 


point carefully. They are proving ell ip overcoming the ‘* 


Start Now And Be 


LPG CONVERSIONS —Sell reduced operat- 

ing and maintenance costs and you'll selt 
conversions. Nor-Tex Trac-Tor Tanks and Nor-Tex 
Motor Fuel Tanks are big factors in boosting winter 
quotas. LP-Gas for carburetion is the most important 
load balancer yet developed. 


LPG FILLING STATIONS—The portable Nor- 

Tex ‘‘CHIEF"' is designed for filling station use 
on the farm or ranch and they can be strategically 
placed in highway service stations to serve the grow- 
ing transient trade. These installations provide ade- 
quate LP-Gas with ‘‘on-the-job"’ convenience for 
Farmers, Ranchers, Contractors, Truckers or any 
operator of LP-Gas equipment. 


Noualex 


North Texas Tank Co. 


P.O. Box 519 © Denton, Texas 
Phones 146-1323 










For Next Winter! 


LPG BOTTLE STATIONS—Don't overlook 


the rapidly growing “bottle trade."’ The com- 
pact, portable Nor-Tex ‘‘PONY"' is quick and easy 
to use. Fill trailer bottles, domestic cylinders, motor 
fuel tanks, etc. Serving these (both resident and tran- 
sient) pays big dividends. Several ‘‘PONIES" strate- 
gically placed for good distribution can substantially 
boost year round sales ... and quotas. 


LPG TRUCKS and TRANSPORTS—To serve 
this profitable and rapidly developing market 
you'll be needing efficient, durable truck tanks and 
transports. Nor-Tex Truck Tanks are designed to meet 
this need. They're efficient... economical . . . safe! 


BOOTH 128 


See You In Chicago 


Manufacturers of Fine £P-Gas Equipment 





product -you are selling, but make 
sure that he first reads something 
about liquefied petroleum gases and 
knows their many sterling qual- 
ities. 

It is more than possible that you 
will not have to wrestle with this 
problem of a name for your prod- 
uct, because your supplier may 
have already done this for you. 
Such names as “Philgas,” “Flamo” 
and “Skelgas” are known from 
coast to coast and any tie-in which 
you can make with them has great 
advertising value. 


Avoid Duplication of Trade Name 


It would be well to consult with 
your supplier about any name that 
you are thinking of applying to 
your product, and to determine if 
any other firm is using the same 
one you are thinking of adopting. 

There is another angle to the use 
of an established product name. 
The time might come when you no 
longer care to do business with the 
firm whose trade name you have 
adopted. You would then be faced 
with the task of building up public 
acceptance for a new gas name 
that you select. However, when you 
go into this business you will want 
to start with the idea of making 
lasting connections. This is par- 
ticularly true when determining 
upon a supplier of fuel. A perma- 
nent relationship will help to guar- 
antee you a regular and continuing 
supply of gas in good times or bad. 

Suppliers must make long-range 
plans in order to take care of your 
requirements. They do not like the 
uncertainty of “here today, gone 
tomorrow” business relationships. 
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‘gas dealer that I know uses alliter. 


Sooner or later none of them wil 
want to do business with you. 
An apt slogan in connection with 
your trade name can be a valuabk 
addition to it. The well known “ga 
service beyond the mains” is a 
illustration of such a slogan. On 














ation effectively in “Shapiro: 
Superior Service” and the im 
portant thing is that he does tr 
to render just that kind of service. 

If you do not live up to a slogan 
it may become a boomerang andy 
do you more harm than good. Th 
“snappy service’ may becom 
“sloppy service” in the minds of 
your customers if you are careless 
or tardy in attending to their 
needs. 


To summarize your initial plung 
into the vast field of advertising: 

(1) Choose a firm name an 
choose it well. 

(2) Have a meaning in that 
name. 

(3) Keep it brief so that peopl 
can remember it. 

(4) Convey some point of sales- 
manship in the name of the prod: 
uct that you sell. Make sure it is 
short, pleasing -to the ear, not too 
limited in scope. 

(5) Think up a good slogan, 
then be sure that you live up to it. 
These things will go far toward 

the success of your business, but 
if you do not live up to what you 
lead the public to expect in your 
firm name, your product’s name, 
and the slogan which you adopt, 
no amount of printer’s ink wil 
ever make you a success in the 
liquefied petroleum gas business. 
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Underground Storage Projects 
Planned by Warren Petroleum 
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Underground storage of about 230,- 
000 bbl. of L.P. gas is contemplated 
by the Warren Petroleum Corp. which 
is seeking permission of the Texas 
Railroad Commission to construct 
and operate two such storage proj- 
ects in Stephens and Smith counties, 
Texas. 

The Smith county project would be 
developed by washing out two cavities 
in the East Texas Tyler salt dome at 
about 180 ft. 

The proposed construction and op- 
eration of a second project in Step- 
hens county would consist of using 
mining methods to excavate a cavity 
in rock at 175 to 225 ft. 

An estimated 95% of stored L.P. 
gas would be recoverable, according 
to company engineer Wayne Morgan 
who reports that the storage is needed 
to handle surplus products manufac- 
tured at Warren’s plants at Glade- 
water and Hawkins. Products would 
be withdrawn to meet heavy winter 
demands. 


Management Course Will 
Have Top-Notch Faculty 


The faculty at the April 14-17 L. 
P. Gas Management short course at 
the University of Kansas, Lawrence, 
is made up of men with practical ex- 
perience in the management of their 
own L. P. gas companies, men from 
allied industries, and university in- 
structors. 

Instructors include the following: 
Homer Devault, Darlingas Co., Pratt, 
Kan.; L. L. Waters, School of Busi- 
ness, Indiana University, Blooming- 
ton; Bert J. Fahs, public utilities 
department, Remington-Rand, New 
York; Fred A. Rives, Automatic Gas 
Co. of Columbus, Inc., Columbus, Ga.; 
Glenn McGuire, Union LP Gas Sys- 
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Management short course will be held in 
“Green Hall" on the University of Kansas 
campus. 


tems, Inc., Iola, Kan.; M. L. Trotter, 
Carolina Butane Gas Co., Inc., Col- 
umbia, S. C.; and Ralph Kearns, 
Wichita Retail Credit Assn., Wichita. 

And George Chandler, First Na- 
tional Bank, Pratt; C. L. Crippen, 
Rapid Thermogas Co., Des Moines; 
W. A. Schuette; Hausgas, Inc., Wash- 
ington, Mo.; Tom Hutsell, Western 
Auto Supply Co., Kansas City, Mo.; 
Elmer Beth, School of Journalism, 
University of Kansas; W. H. Guthrie, 
Phillips Petroleum Co., Bartlesville; 
Lou Marks, Coleman Co., Wichita; 
Kenneth Martin, Kenneth Martin In- 
surance Agency, Enid, Okla.; L. M. 
Mitchell, Standard Gas & Equipment 





W. A. SCHUETTE FRED RIVES 





a Ten us what you want and we'll 
VICTORIA MODEL *S3. make it. Each EVEREADY trans- 
(other models to choose from) : port and truck tank is engi- 
; neered to fulfill your 
particular need. 


MODEL NO. 202 








WRITE e WIRE e OR PHONE FOR 
DETAILED INFORMATION AND PRICES 
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M. L. TROTTER GLENN McGUIRE 


Co. Clinton, Okla.; and Frank T. 
Stockton and E. A. McFarland, Uni- 
versity of Kansas. 

All phases of management will be 
covered: general records, customer 
records, general accounting, operating 
costs, and credit and_ collections; 
financing a business; safety; employe 
relations; storage and ratio; adver- 
tising, sales promotion; and insur- 
ance. 

The four-day school is sponsored 
by the Liquefied Petroleum Gas Assn. 
and the University Extension of the 
University of Kansas. The registra- 
tion fee of $20 per person covers all 
reports, supplies, and materials used 
in connection with the school. Ten 
meals will be served at a cost of 
$10:40 and rooms for three nights 
will be available for $6.30. 


Some Dealers Violate 
Fair Labor Standards Act 


According to the 1951 annual 
report of the U. S. Labor depart- 
ment’s Wage and Hour and Public 
Contracts Divisions, 56% of petro- 
leum products dealers investigated 
in the industry during the past 
fiscal year were found to have 
violated the amended Fair Labor 
Standards Act’s 75c minimum 
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wage, overtime pay or child-labor 
provisians. 

The Divisions found that a size- 
able minority of establishments— 
24% of those investigated—had 
failed to observe the 75c minimum 
when paying some employes. Over- 
time pay violations were found in 
48% of the investigated businesses 
and failure to comply with the 
Act’s child-labor provisions was 
disclosed in but 3% of the estab- 
lishments. 

Experience demonstrates that the 
great majority of employers intend 
to comply with the Act; in most 
cases, failures are due to mis- 
understanding about statutory pro- 
visions, according to the Divisions. 
Any employer with questions about 
the Federal Wage and Hour law 
is invited to inquire of the nearest 
regional office of the Divisions. 


New Quarters Opened 
By Pilot Butane Co. 


More than 2500 visitors toured the 
new office and display room of the 
Pilot Butane Co., Kingstree, S. C., re- 
cently when the company held an 
open house. 

Pilot Butane, headed by John W. 
DuRant, remodeled and redecorated 
the building to increase and improve 
displays of equipment and appliances 
carried in stock. 


A. K. Smith, New York Dealer, 
Passed Away in January 

Andrew K. Smith, 49, owner of the 
Alden Bottled Gas Co., Alden, N. Y., 
died Jan. 31 in Buffalo. 

Born in Scotland, Mr. Smith came 
to Alden in 1923. He opened the Alden 
Bottled Gas Co. three years ago. 


bo 
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Indiana 


J. R. Crowden, Indiana Bottled Gas 
Co., Peru, Ind., is the new president 
of the Indiana Liquefied Petroleum 
Gas Assn., Inc., chosen at the group’s 
second annual convention and trade 
show Feb. 24-26, at Hotel Claypool, 


C. P. KEELEY 





Indianapolis. C. W. Link, Universal 
Bottled Gas Corp., Evansville, was 
named vice president while T. M. 
Feely, Indianapolis Bottled Gas Co., 
retiring president, was chosen secre- 
tary-treasurer. Some 275 industry 
men and guests registered. 

It was announced during the meet- 
ing that the three-year old associ- 
ation now is incorporated as a non- 
profit organization with its by-laws 
changed accordingly. 

Twenty-five suppliers and distrib- 
utors exhibited at the convention with 
booths on the mezzanine floor. 

The convention opened with an 
address of welcome by Mr. Feely 
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and a talk by Lt. Governor John A, 


Watkins, of Indiana. Inaugurating 
the business sessions was the discus- 
sion of “Appliances — Sales and 


Profits” by C. C. Turner, Portland, 
Maine, author of the “Bottled Gas 
Manual.”’* 

During a discussion on the topic, 
“Bulk Operation,” E. Q. Beckwith, 
Sid Richardson Gasoline Co., predicted 
that government ceiling prices on 
L. P. gas will be raised due to the 
necessity for the recovery of addi- 
tional and new quantities of propane 
to meet increasing demands.* 

Other speakers on the bulk prob- 
lem included M. A. Ennis, L.P. Gas 
Promotional Committee, who discus- 
sed “Storage and Ratio”; Keith Davis, 
Bryant Heater Co., who discussed 
“Heating with L.P. Gas” and Floyd 
Selim, Phillips Petroleum Co., whose 
subject was “Carburetion and Motor 
Fuel.” 

New directors elected, by districi, 
were: District 1: Bob Pearson, Del- 
phi, Ind.; District 3: R. Isch, Blue 
Flame Gas Co., Bluffton, reelected; 
and Ralph Martain, Lebanon. All 
other districts remained the same as 
for 1951 with directors for districts 
2, 4 and 6 to be chosen in 1953 and 
districts 7, 8 and 9 in 1954—a change 
in only three districts each year. 

Watches and jewelry were awarded 
as door prizes. The outgoing presi- 


*Abstracts of these talks appear elsewhere 
in this issue. 
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Thousands of your potential customers 
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prob- JOURNAL, WOMAN’S HOME COMPANION, 
. Gas and many other national magazines, 
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Magic Chef Golden Jubilee line today! 
cted; 
All 
ic MORE — ON 
ricts 
and 
ange 
irded on 
Tesi THAN ON ANY OTHER RANGE P agic Chop 
‘a 7 
where 2 . 
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Officers and directors of the Indiana L. P. Gas Assn., elected at February convention, 
left to right (seated): T. M. Feely, secretary-treasurer; J. R. Crowden, president; C. W. 
Link, vice president. Directors, standing: Ralph Martin, Roger Isch, P. O. Ogle, C. A. Raub, 
T. C. Unger, Henry Oatman. Directors not in picture: T. K. Holden and R. G. Grenda. 


dent, Mr. Feely, received a traveling 
bag and C. P. Keeley, retiring scc- 
retary-treasurer, was given a silver 
serving dish, presented to his wife. 
Mr. Keeley has been transferred to 
New York where he will be employed 
by the Pyrofax Gas Co., where he will 
be in charge of plant design and pro- 
duction control. 

The convention social calendar in- 
cluded a banquet, floor show, and 
luncheons. H. C. Ten Brook was gen- 
eral chairman of the convention. 


Mississippi 

Producers, tank fabricators, appli- 
ance manufacturers, and financial ex- 
perts will be featured on the program 
of the annual convention of the Miss- 
issippi L. P. Gas Dealers Assn. April 
13-15 at the Edgewater Gulf hotel in 
Biloxi, Dewey S. Dearman, chairman 
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of the publicity committee, has ar- 
ranged a program that will instruct 
and entértain the more than 250 peo- 
ple expected to attend. 

The second annual “Night of En- 
joys,” the outstanding entertainment 
feature, will be highlighted by the 
use of nothing but Confederate 
money. Ladies attending the conven- 
tion will be treated to a boat trip on 
the Mississippi to visit New Orleans. 

President Lewis Graeber, Marks, 
Miss., will preside at the meeting. All 
those who have not yet sent for their 
reservations and plan to attend the 
convention should contact H. H. Whit- 
worth, Oxford, Miss. 

A number of speakers have been 
scheduled for the three-day event 
starting with remarks on “Let’s Sell 
Gas Ranges” by William Bambrick, 
Southeastern sales manager, Caloric 
Stove Co. L. V. Johnson, director of 
the Southern Technical Institute, 
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Georgia School of Technology, will 
then discuss the “Importance of 
Trained Personnel.” 

A panel discussion will also be held 
by a group of industry leaders in- 
cluding Emmett Smith, president, 
Southern Heater Co.; George H. 
Nichols, sales manager, L. P. Gas 
Division, A. O. Smith Corp.; John 
Allen, director, L. P. Gas Division, 
Mississippi Motor Venicle Comptrol- 
le; E. E. Bishton, vice president, 
L. P. Gas Credit Corp.; a representa- 
tive from Warren Petroleum Corp. 
and five Mississippi dealers. 

Concluding the business agenda 
will be an address by R. H. Mahnke, 
Liquefied Petroleum Gas Assn. fol- 
lowed by a talk by William Childers, 
Phillips Petroleum Co. The repre- 
sentative of Warren Petroleum Corp. 
will also address the convention at 
that time. 


Ohio 


Plans have been completed for the 
spring meeting of the Ohio Liquefied 
Petroleum Gas Assn. April 29-30 at 
Fort Hayes hotel, Columbus, accord- 
ing to Secretary Harold Brumby. The 
session will be Ohio’s annual meeting 
and will include election of officers 
and trustees. 

The two-day program will include 
a talk by M. A. Ennis, employe train- 
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ing director, National Committee for 
L.P. Gas Promotion, on the subject 
“Facts About L. P. Gas Storage,” as 
well as a special program on “Man- 
agement and Record-keeping Prob- 
lems,” presented by Ross E. Cockrell, 
manager of the research department, 
Ross-Martin Co. 

Fred Kaiser, vice president of 
Detroit-Michigan Stove Co., will 
present a program on “Commercial 
Cooking Installations.” The associa- 
tion will repeat its “Breakfast For- 
um” with the subject “L.P. Gas Heat- 
ing.” A panel of experts will take up 
the problem to be followed by a ques- 
tion and answer period. 


Thirty-two active and nine asso- 
ciate members have joined the Ohio 
association since its last Spring meet- 
ing, Secretary Brumby has reported. 


Missouri 


Seven major events will highlight 
the three-day annual convention, 
April 7-9, of the Missouri L. P. Gas 
Assn. at the 
President hotel, 
Kansas City, ac- 
cording to D. M. 
Orcutt, newly- 
appointed execu- 
tive secretary. 

The convention 
will open Mon- 
day, April 7 with 
a demonstration, 
“Gas vs. Electri- 
city,” sponsored 
by the Harper- 
Wyman Co. Fol- 
lowing this, M. A. 
Ennis of the National Committee for 
L. P. Gas Promotion, will discuss 
“Add More Fuel To THE Fire.” The 
evening event will be the associa- 
tion’s “Friendship Hour.” 

Other activities during the meeting 





D. M. ORCUTT 
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THE SAVINGS IN OPERATING COSTS effected by a precision. 
built pump will far outweigh the false economy of buying ley 

pensive equip For this reason Smith Pumps cre many. ill 
factured of the finest materials available, to the highe! wi 
practical standards of precision. All models are equipped — “LO 
with our leakproof packing, and they require no servicing Ted 
of any kind. They give you safe, efficient, dependable ser. 
ice, with the lowest possible over-all pumping cost. e§ 





You can select a Smith Pump tha by 
exactly fits your needs. Every sen. — DIV 
ice from fast filling of 20-Ib. traile a Sf 
bottles to loading and unloading —. 
truck transports in record time mo City 
be handled. There are 14 models i A 
choose from, with capacities from é 
to 150 gallons per minute, and shoi— spe 




















































MC-4: Trans- e s > | . =e oy Son See clos 
fer capacity ? = T 
150 gpm 
with 71/2 hp | oie cha 
motor. _ a fort 
MC-3: Transfer capacity 100 to 
gpm with 5 or 71/2 hp motor. bull 
MC-2: Transfer capacity 50 gpm with 3 or } 
5 hp motor. , 
a 
MC-1044H: Transfer capacity 35 gpm with 2 or 3 hp motor. Fel 
MC-1044: Transfer capacity 20 gpm with 11/2 or 2 hp motor. Na 








, MC-1: Transfer capacity 4 gpm with 1/2 hp 1800 rpm motor and 8 gpm with 34 hp 
3600 rpm motor. 








ump: Transfer capacity 20 gpm at 500 rpm, 
ctly connected to power take-off. 


TC-1044H Truck Pump: Transfer capacity 20 gpm at 500 rpm, 
35 gpm at 900 rpm directly connected to power take-off, 





TC-2 Truck Pump: Transfer capacity 50 gpm at 500 rpm, : 
directly connected to power take-off. } 


TC-3 Truck Pump: Transfer capacity 100 gpm at 500 rpm, : 
directly connected to power take-off. 


Write to the factory if you need specific help with your par: 
ticular pumping problem. Ask for new literature and prices, 















SMITH PRODUCTS COMPANY 
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wil include a demonstration-talk, 
“Lookin’ and Cookin’ With Gas,” by 
Ted Carrow of the Cribben-Sexton 
(o.; an address, “Proper Venting,” 
by Frank S. Kohles, Metalbestos 


Division of William Wallace Co., and 


aspeech by Roger Slaughter, Kansas 
City attorney. 

A banquet and floor show, with a 
special speaker to be announced, will 
close the convention. 

The Missouri group _ recently 
changed their monthly publication 
format and is conducting a contest 
to find a suitable name for the 
bulletin. 

Mr. Orcutt succeeded Robert W. 
Hadlick as executive secretary on 
Feb. 1, after serving with the Mc- 
Namar Boiler & Tank Manufacturing 


Officers and directors who lead the Nevada Liquefied Petroleum Gas Assn. in .1952 





Co. for eight years, and more recently 


operated the Economy Gas Co., 


Springfield and Buffalo, Mo. 


Mountain States District, LPGA 


Preliminary plans for the annual 
convention and trade show of LPGA’s 
Mountain States District have been 
announced. The event is scheduled for 
June 12-14 at the Cosmopolitan Hotel, 
Denver, Colo. 


Nevada 


Nevada dealers, meeting in Reno 
recently for their semi-annual con- 
vention, revealed their membership 
has attained 100% of all Nevada L. 
P. gas dealers. Otis Rife, Yerington, 





are shown at the group's recent meeting in Reno with two speakers. Back row, left to 
right, Oliver Johnson, Standard Oil Co. of California, a speaker; Bud Martin, secretary- 
treasurer; Walter Dudley, director; and George Myers, director. Front row, left to right, 
George Gottschalk, vice president; R. H. Rudy" Mahnke, Liquefied Petroleum Gas Assn., 
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a speaker; and Elmo Whitmire, president. Not shown is Charles Harper, a director. 
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The Nevada Liquefied Petroleum Gas Assn. 


now boasts 100% membership of all 

Nevada L. P. gas dealers with the last 

signer for membership, shown above, Otis 
Rife of Yerington, Nev. 


Nev., was the last signer to bring 
the total to 100%. 

Elmo O. Whitmire, Fallon Propane 
& Butane Co., president of Nevada 
L. P. Gas Dealers Assn., presided 
-during the one-day meeting which 
featured talks by Oliver Johnson, 
fire protection engineer, Standard Oil 
Co. of California on “Characteristics 
and Safe Use of L. P. Gas”; R. H. 
Mahnke, Liquefied Petroleum Gas 
Assn., Chicago, and a film “Facts 
About L. P. Gas Storage.” 

Six manufacturers and suppliers 
presented exhibits at the convention 
held in Riverside hotel. A dinner 
and social hour completed the pro- 
gram. 

Besides Mr. Whitmire, officers of 
the Nevada association include George 
Gottschalk, Carson Nu-Gas Co., vice 
president; and F. A. “Bud” Martin, 
secretary-treasurer. 
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Southeastern District 


Four state groups held their annual 
meetings at the Southeastern District, 
LPGA, convention, March 24-26 at 
the George Washington hotel in 
Jacksonville, Fla. 

Under the direction of Tom Fields, 
LPGA district secretary, the three. 
day convention and trade show pre- 
sented a program of wide interest 
to the industry men in attendance, 

Details of the district convention 
and the results of the individual meet- 
ings of the groups from Alabama, 
Georgia, and North and South Caro- 
lina will be presented in the May 
issue of BUTANE-PROPANE News. 


Northwestern District, LPGA 


Business and pleasure will be com- 
bined April 25-26 when the North- 
western states meeting of the Lique- 
fied Petroleum Gas Assn. is held in 
Washington. The speaking program 
is scheduled for the Olympic hotel, 
Seattle, on both days with an unusual 
departure from convention social pro- 
grams planned for Gaffney’s Lake 
Resort at nearby Lake Wilderness the 
night of April 25. 

Speakers announced for the first 
session and their subjects are W. R. 
Sidenfaden, president, Suburban Gas 
Service, Inc., Upland, Calif., “An 
Operator Views The L.P. Gas Busi- 
ness,” and James Yeomans, president, 


Oregon Liquefied Petroleum Gas 
Assn., Portland, Ore., “Relax and 
Enjoy Your Meeting.” Governor 


Arthur B. Langlie has been invited to 
address the luncheon meeting. 

On Saturday, Dan Perkins, Cali- 
fornia Industrial Commission, will 
speak on “Correcting L.P. Gas Meter 
Losses,” Fred W. Rowe, Liquefied 
Gas Corp., Seattle, on “Gas Has Got 
It Per Gallon,” Howard D. White, 
LPGA executive vice president, Chi- 
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OF 
HIGH PRESSURE 
GAS 


These High-Pressure Regu- 
lators are used by a large 
number of different indus- 
tries. From the largest re- 
finery to small industrial 
plants, they are always on 
the job, reducing high gas 
pressure to a low, steady 
flow of gas that can be uti- 
lized to'the best advantage. 









type HPR is available in several 
Z/ models which allow inlet pressures 
up to 1000 Ibs. (2000 Ibs. in bronze) 
and reduces them to as low as 2% psi. 
This wide pressure range, plus com- | 
pact, rugged construction, makes this 
Regulator a natural for farm taps, gen- 
eral gasoline plant and refinery instal- 
lations, and for controlling any high 
pressure gases. 





tyPE HPH is recommended for 
smaller industrial plants where 
sensitive regulation and position lock- 
up are required. This Regulator may be 
used with inlet pressures up’to 150 Ibs. 
and the outlet pressures may be re- 
duced to as low as # psi. 


For complete specifications 
on High-Pressure Gas Reg- 
ulators, request Bulletins 
47A and 48A. 


AMERICAN 
METERS 


AMERICAN METER COMPANY 


INCORPORATED 





1000 MERIDIAN AVENUE, ALHAMBRA, CALIFORNIA 


APRIL— 1952 103 
















cago, Ill., on “Your Association’s Con-_ pliers in the Northwest area will 

tributions,” and M. A. Ennis, employe hosts at the dinner and cocktail how 

-training director, National Committee 

for L.P. Gas Promotion, Chicago, on 

“The Promotional Program and You.” South Dakota 

A talk on L.P. gas carburetion will : . 

be given by C. L. Parkhill, Parkhill. April 25 has been designate 

Wade, Los Angeles. Carburetion Day” at the annua 
Heading the committee in charge of convention of the South Dakota L. P 

arrangements for the meeting is C. Gas Assn. scheduled for April 23-2 

M. Ambrose, Jr., president of the at the Marvin Hughitt hotel ij 

Liquefied Gas Corp., Seattle, and Huron. 

LPGA district director. L.P. gas sup- According to Harry Hatch, asso, 









































CALENDAR 





April 1—Wisconsin L. P. Gas Assn. An- April 29-30—Ohio L. P. Gas Assn. Annual 


nual Convention. Whiting Hotel. Stevens Spring Meeting. Fort Hayes Hotel. | 


Point. Columbus. 

April 3-4—lilinois L. P. Gas Assn. Annual April 30-May 2—Natural Gasoline Assn. 
Convention. St. Nicholas Hotel. Spring- of America. Rice Hotel. Houston, Texas. 
field. May 12-15 — American Petroleum Institute, 


April 3-5—Florida L. P. Gas Assn. & Division of Refining. Mid-Year Meeting. 
Florida-Georgia Gas Assn. Combined St. Francis Hotel. San Francisco. 


borg Fa” Sorento Hotel. ‘St. Peters” May 12-14—LPGA Annual Convention & 


April 7-8—Montana L. P. Gas Assn. Great Trade Show. Palmer House. Chicago. 
Falls. May 21-23—Gas Appliance Manufacturers 

April 7-9—Missouri L. P. Gas Assn. Annual — age re The Br 
Convention & Trade Exhibit. Hotel Presi- pr eprnaghinn cited eniatl 

- dent, Kansas City. June 8-10—Arkansas Butane Dealers Assn. 

int Hint Won te Annual Convention. Little Rock. 

School. lowa State College, Ames. June 9-13 — Southeastern LPG Service 

April 13-15—Mississippi LP-Gas Assn. School. Georgia Institute of Technology. 








: Atlanta, 
Annual Convention. Edgewater Gulf June 12-14—Mountain States District, 
Hotel. Edgewater Park. LPGA, Convention and Trade Show, 
April 14-18—LP Gas Managers’ School. Cosmopolitan Hotel, Denver, Colo. 
University of Kansas. Lawrence. June 18-20—Texas Butane Dealers Assn. 
April 18-19—Liquid Gas Dealers Assn. of Baker & Adolphus Hotels. Dallas. 


California. Annual convention. Fresno. 


June 23-24—Wyoming L. P. Gas Assn. 
April 22—L. P. Gas Assn. of Maryland 


Annual Meeting, Elks Club, 307 W. Casper. 
Fayette St., Baltimore. Aug. 18-19—Kentucky LP Gas Assn. An- 
April 23-25—South Dakota L. P. Gas Assn. nual Convention and Trade Show. Seel- 


Convention. Marvin Hughitt Hotel. Huron. bach Hotel. Louisville. 


April 25-26—Northwestern States District, Sept. 7-10—Eastern L. P. Gas Service 
LPGA, Convention, Olympic Hotel, Seat- School. University of Bridgeport. Bridge- 
tle, Wash. port, Conn. 
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, asso - up a supply of 
NORRIS-THERMADOR 
cylinders! 

nnual 

totel a Fee en ee a Oe ae eee 

—_ Ww ? Norris-Thermador is still making quantity 

ee } a deliveries on 20 lb. and 100 lb. cap or guard 

ting, z~ type cylinders, Steel shortages and 


allocations may reduce our production. Don’t 
get caught short! Snap up a supply of 
Norris-Thermador cylinders now and have 
hoor. y them on hand for the day when deliveries 


neal may be slow. 


; Norris-Thermador quality is the result of 
rvice 


logy. 5 over 21 years of experience in cold drawing 

ail and fabricating steel products. 

trict, e . 

how, ; Norris-Thermador cylinders meet or exceed 

; ICC Codes 4BA-240 and 4B-240 in all 

“ respects and are light, strong, and safe. 

yeaa You can rely on Norris-Thermador 
cylinders for long, satisfactory service. 

An- 

Seel- 

vs NORRIS-THERMADOR 


Corporation 
3.916 5215 South Boyle Avenue *« Los Angeles 58, California 
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ciation secretary, factory-equipped 
trucks and tractors and converted 
tractors will be on display, with 
factory representatives on hand to 
explain the various units. Among the 
factory-equipped units will be Min- 
neapolis-Moline, J. I. Case, Oliver, 
Massey-Harris, International, and 
Reo. 

Conversion units will include John 
Deere with Century, Algas, and 
Garretson, and International with 
Algas. 

In addition to the carburetion dis- 
play, manufacturers of various lines 
of appliances and equipment will have 
exhibit booths. 


Texas 


The Texas Butane Dealers Assn. 
fuel committee has begun a deter- 
mined study of all factors pertaining 
to the fuel supply problem in an 
effort to eliminate seasonal shortages. 


Following an initial full committee 
meeting in Austin in February, sub- 
committees met in Dallas March 10 
to begin writing a report and prepare 


a schedule of fact-hunting into the 
problem. 

With A. A. Pickens of Tyler, Texas, 
as chairman, the main sub-committee. 
men include J. H. Winton, Beaumont; 
W. E. Fraley, Abiline; Tom Caden. 
head, Lubbock, and Claude Ribble, 
Paris, representing dealers; George 
Nichols, A. O. Smith Corp., Houston, 
representing fabricators; and Glen 
Reynolds, Gas Equipment Co., Dallas, 
representing manufacturers. 

The initial February meeting was 
a notable instance in that all branches 
of the industry, refineries, fabrica- 
tors, manufacturers, distributors and 
retailers, came together for a session 
to discuss the fuel supply situation. 

Sub-committees were to prepare 
their reports by March 26 for the 
main sub-committee, which will make 
its report at a full committee meeting 
in Houston, April 16. The _ report 
will then be presented to the board 
of directors for tentative approval 
on April 17. The final report will be 
given on June 20 at the association's 
annual convention. 


Texas 8utane Dealers Assn. fuel committee with President Gene Bumpus presiding, 
launched its investigation of the fuel supply problem recently at Austin, Texas. Shown 
with Mr. Bumpus, in center at far end of table, are William J. Lawson, executive 
secretary, left, and Olin Culberson, chairman of the Texas Railroad Commission, right. 
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Mr. Schifferdecker, Owner of 
Belt and Schifferdecker, Nor- 
borne, Missouri, knows from ex- 
perience that UNITED'S “extra 
measure” policy is more than 
just a slogan. 


Mr. Schifferdecker writes: 


"It appears that our winter fuel supply 
problems are over. Thanks to UPG we have 
had a pleasant winter and you have done 
a wonderful job for us." 


Why not give UNITED the chance to put its “‘extra measure’”’ 
policy to work for you? You will discover as Mr. Schiffer- 
decker did, that UNITED stands ready to assist you with 
your problems... offering you dependable supply, operat- 
ing know-how plus that ‘‘extra measure.’’ | 


COMPLETE SERVICE TO THE LP-GAS INDUSTRY 


UNITED 








LPGA 


Six sectional meetings are sched- 
uled for the final afternoon of the 
annual convention and trade show of 
the Liquefied Petroleum Gas Assn., 
May 12-14 at the Palmer House in 
Chicago. Speakers on subjects of 
particular interest to the sections will 
be featured, together with round- 
table discussions. 

Sections and chairmen include: 

Appliance Manufacturers: George 
H. McFadden. 

Equipment Manufacturers: Fred A. 
Henninger. Speaker: William H. 
Brooks, executive manager of the 
LPGA’s tank fabricators committee. 

International: William Bonnell. 

Marketers: W. A. Schuette. Speak- 
ers: I. W. Patterson, S. J. McLagen, 
and J. G. Dierkes. 

Producers: H. W. Rigterink. 

Utilities: Charles E. Tenney. 

Speakers at general sessions will 
include Richard P. Walsh, PAD; 
Harry J. Holbrook, National Produc- 
tion Authority; and LPGA President 
W. S. Lander. 

Members of the two Canadian dis- 
tricts will also hold separate meet- 
ings. 


LPGA Board Meets 
In Mexico City 


Approval of a proposal to con- 
tribute towards sponsorship of a “gas 
service field engineer” on the staff 
of the National Fire Protection Assn. 
and a check of census reports against 
industry figures on the number of L. 
P. gas users were the chief develop- 
ments of the board of directors meet- 
ing of the Liquefied Petroleum Gas 
Assn. in Mexico City, Feb. 25. Thirty 


- 


108 





board members attended the session 
at the Del Prado hotel. 

The field engineer will be concerned 
with improving industry relations 
with fire prevention and insurance 
officials, investigating accidents and 
fires, advocating the LPGA model law 
and the use of Pamphlet 58. LPGA 
will contribute $12,500 for the project 
to cover 50% of the total cost, ex. 
plained a special committee report 
by Chairman Walter Hoagland, Fisher 
Governor Co. Other gas industries 
and the insurance industry will bear 
the rest of the cost. The major por- 
tion of the engineer’s time will be 
devoted to the L. P. gas industry's 
problems. 


Discrepancies to be Checked 


Upon the recommendation of A. F. 
Smith, A. O. Smith Corp., chairman 
of the Marketing Research committee, 
the directors voted to conduct a sur- 
vey of L. P. gas users in Maine, 
Kansas and Georgia. This _ project 
will check into the discrepancy be- 
tween census and industry figures. 
The U. S. Census Bureau will make 
a breakdown of their figures for the 
three states available for the com- 
parison. 

Elimination of a proposed govern- 
ment restricting order on L. P. gas 
heating was reported by Mark Anton, 
Suburban Propane Co., chairman of 
the Defense Advisory committee. Mr. 
Anton briefed board members on evi- 
dence advanced to government av- 
thorities that this year’s LPG short- 
ages were local and involved only 1% 
of a month’s industry sales. At the 
same time, Washington officials were 
told that the National Committee for 
LP-Gas Promotion had launched an 
adequate storage program at conr- 
sumer, dealer, distributor, marketer 
and producer levels. The Defense 
committee also requested the Petro- 
leum Administration for Defense to 
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An important step in the cementing of Pan-American relationships within the L. P. gas 

industry was taken Feb. 25 when the board of directors of the Liquefied Petroleum Gas 

Assn. met in Mexico City. At the head of the table are LPGA President W. S. Lander 

(center), Howard D. White, executive vice president (right), and Arthur C. Kreutzer, vice 
president and counsel (left). 


make available its recently -gathered 
information on both steel and under- 
ground storage. 

A special insurance report by the 
association staff showed that insur- 
ance underwriting for the L. P. gas 
industry is still “tight,” but small 
insurance companies are entering the 
field, slightly expanding the available 
sources for this coverage. However, 
recent accidents have caused insur- 
ance companies to place a limitation 
on excess liabilities they will write, 
creating an additional problem for 
the industry. Insurance companies 
are developing more detailed informa- 
tion on L. P. gas experience as a 
result of an analysis of classifications, 
but it will be some time before the 
effect of this;can be felt. The associ- 
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ation insurance study will continue. 

Membership in the association rose 
to 1419, an all-time high, according 
to A. C. Ferrell, A. C. Ferrell Butane 
Co., chairman of the Membership com- 
mittee. Contributions of the gas fuel 
technology fund have accelerated the 
work of the Gas Fuel Technology 
Foundation committee, reported C. J. 
McAllister, Parlett Gas Co., chairman. 

The resignations of John Knox 
Smith, field engineer, and Benedick 
Marsh, West Coast secretary, were 
reported to the board. 

The directors and their wives were 
royally entertained during their stay 
in Mexico City by the Mexican mem- 
bers of LPGA and the Mexican LPG 
Assn. at cocktail parties and a dinner- 
fiesta. 
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PRODUCTS 





Domestic Range 


PHILLIPS & BUTTORFF MFG. CO. 
Nashville, Tenn. 


Model: Enterprise. 


Description: This 1952 line of Enter- 
prise ranges is, for the first time, 
featuring “CP” models in 30, 36, and 
38-in. sizes. . 

Other new features include extra 
deep, smokeless-type broilers and 
large, one-piece ovens (porcelain is 
welded to the one-piece chassis) 
with removable oven bottom to fa- 
cilitate cleaning. Many of the mod- 
els in the 1952 line are available 
with clear-view glass oven doors, 
built-in cook-top lighting, and a 
choice of high or low broilers. 

The deluxe models have chrome 
trim on backguards. 

Rust-proof alloy heads are used 
on top burners. All models have out- 
side white surfaces of titanium acid- 
resisting porcelain. On the 388-in. 
models, automatic oven time clocks 
are optional. 





Space Heater 











PERFECTION STOVE CO. 
7609 Platt Ave., Cleveland, Ohio 


Model: X-966 (shown) & X-946. 


Description: Available in 65,000 and 
45,000-Btu sizes, the vented radiant- 
circulator heaters have seven clay 
radiants protected by heat resistant 
glass. The radiant openings provide 
a wide angle of warmth. 

The heaters may be operated with 
or without the radiants in place. 

Mahogany-finished cabinets are of 
heavy gauge steel, welded in one 
piece. Large service doors make 
burners and controls accessible. 

Top grilles are removable for easy 
cleaning. 

Manual controls or factory-in- 
stalled “Gasapack” or “Unitrol” 
controls are available. Porcelain 
enamel is featured in the welded 
steel combustion chamber and radi- 
ator, the burner, and the draft hoods. 
The relief opening of the draft hood 
is outside each casing. 
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News 


Electric Hand Lamp 


U-C LIGHT MFG. CO. 
1050 W. Hubbard St., Chicago. 


Model: Big Beam-Sealed Beam 
166. 


Description: This portable hand 
lamp features a hermetically sealed 
beam bulb that seals out dirt and 
moisture from the mirrored surface 
of the reflector and gives brilliant 
prefocused light. 

It would be valuable for LPG 
dealers to carry on every truck for 
use in case of tire or other trouble 
at night, for service work at night, 
and for warehouse and office use. 

The light is powered by one stan- 
dard 6-in. lantern battery, easily re- 
movable for replacement. Its 4-in. 
lamphead and handle are chrome fin- 
ished. The battery case, with hinged 
cover and snap catch, is made of 
20-gauge steel, is weather and rust- 
proof, and is finished in red baked 
enamel. The switch is located on the 
lamphead, which is adjustable with- 
in 95° in a vertical plane. 

The lamp, complete with battery, 
weighs only 55 lbs. 
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Combination Counter Unit 


ANETSBERGER BROS. INC. 
165 N. Anets Dr., Northbrook, Ill. 


Model: Anets Counter Units. 


Description: Picture is the assembled 
unit of the Anetsberger line con- 
sisting of fryer, grill, hot plate, and 
food warmer. 

The “M.C.G.” 11-in. fryer has in- 
creased power and greater frying 
capacity. Input of 30,000 Btu raises 
production speed. It produces 30 
lbs. of french-fried potatoes per 
hour, and uses only 10 to 12 lbs. of 
fat. According to the manufacturer, 
large output is maintained by fast 
recovery and small temperature 
drop in cold loading. 

A new method of used fat and 
crumb disposal has been built into 
the “Grillator’: A receptacle is 
fitted to hold the lift-out tray. The 
receptacle has a welded-on nipple 
for the attachment of a 1%4-in. pipe 
for remote fat disposal, if desired. 
Thermostatic control is featured. 

The hot plate and food warmer 
units complete the streamlined, 
stainless steel counter equipment 
combination. 

A folder describing the units is 
available upon request to the com- 
pany. 
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Domestic Range 


DIXIE FOUNDRY CO. INC. 
Cleveland, Tenn. 


Model: Beautymaster. 


Description: “Strux-Bilt” design is 
featured, meaning that every ele- 
ment of the range is fastened to one 
or more of four rigid corner posts— 
no element rests on another—elimi- 
nating out-of-line doors, etc. 

Glare-proof, directional top-sur- 
face lighting with off-center place- 
ment of panel containing oven vents 
and electrical outlets enhances the 
beauty of the range. Lock-type 
valves are standard on Beautymas- 
ter and Stylemaster models. They 
must be pushed in firmly before gas 
can be turned on. 

Large, one-piece ovens with 
rounded corners have 2-in. Fiber- 
glas insulation. Every section of 
the range that requires washing is 
removable. Easy cleaning features 
in the Dixie line: removable sections, 
flush, smooth backguard, and the 
rounded corners of the oven. 


- 



























Product Information 


A $600,000 “replacement” program 
which will boost output of glass-lined 
(“Permaglas”) water heaters from 
26,000 per month to 50,000, starting 
in January 1953, has been announced 
by: the water heater division of A. 0. 
Smith Corp., Kankakee, Ill. Lower 
costs and higher quality have also 
been promised under the plan. 

Principal elements in the program 
will be the substitution of a com- 
petitively-priced Permaglas model for 
galvanized heaters formerly produced 
»ylus operational improvements in the 
production line. 

Advantages claimed for glass-lined, 
“corrosion-proof” water heaters will 
be retained through improvements in 
basic production techniques. These 
include the use of a glass formula 
that is more corrosion resistant than 
the earlier type; replacement of 
stainless steel with glass-coated, 
carbon steel, spuds; and shielding of 
the copper on the inside of the tank. 


Production of a new forced-air 
furnace has been announced by the 
Coroaire Heater Corp., Cleveland, 
Ohio. The unit, bearing AGA ap- 
proval, is designated Model 85-DR. 

Features include the Coroaire cast 
iron heat exchanger, with 46 cast iron 
venturi tubes and with a 25-year 
guarantee; elimination of a large 
portion of service and balancing prob- 
lems through the introduction of a 
specially designed blower; a_ dust- 
stop filter installed in rear filter 
compartment; and forced air circula- 
tion of 900 cu. ft. per minute. 

The 85-DR has been designed for 
installation in the basement or utility 
room. 
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| American-Standard 


HEATING 


American-Stardard Winter Air Conditioner 
selected for nationally featured all-gas home 






















ank, HE plans shown above are of Parents’ Maga- 
_ oie 10th Expandable Home. First introduced 
through the editorial columns of that widely read 
-air magazine last fall, this interesting all-gas home 
the has been enthusiastically received by thousands 
and of growing families. 
’ One of the most appreciated features of this 
ap- very practical house is its heating system, the 
yR. heart of which is the Mohawk Winter Air Condi- 
cast tioner by American-Standard. 
iron Parents’ Magazine says the Mohawk was se- The MOHAWK Winter Air Con- 
lected because it could do an all-around efficient ditioner is available in eight sizes, 
year and economical job of heating this modern home. from 80,000 to 300,000 Btu input 
irge Such praise carries a lot of weight with anyone per hour. Has durable cast iron 
rob- considering the installation of a new heating unit. heating element, dependable con- 
fa You will find it a highly effective talking point trols, efficient burners. Com- 
ust when going after modernization jobs. pletely automatic in operation. 
For details, contact your wholesale distributor. Burns manufactured, mixed, 
lter natural, liquefied petroleum, and 
ula- American Radiator & Standard Sanitary Corporation LP-air gas. 
P.O. Box 1226, Pittsburgh 30, Pa. 
for sg 
lity CAN-STANDARD 
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Bob Poethig Appointed to 
NFPA Committee on Gases 


Robert E. Poethig, director of re- 
search, The Bastian-Blessing Co. of 
Chicago, has been appointed to the 
National Fire 
Protection Assn. 
“Committee on 
Gases” as repre- 
sentative of the 
Liquefied Petrol- 
eum Gas Assn. 
This committee is 
the final authori- 
ty in the estab- 
lishment of such 
safety standards 
as Pamphlet 58 





—the “bible” of 
R. E. POETHIG the L. P. gas in- 
dustry. 


Mr. Poethig is especially well quali- 
fied for this important function. For 
the past two years, he served as 
chairman of the LPGA Technical 
and Standards committee where much 
of the preparatory work in the writ- 
ing of Pamphlet 58 is accomplished 
prior to submission for approval to 
the NFPA Committee on Gases. 

The chairman of the Committee on 
Gases under whom Mr. Poethig will 
serve, is H. E. Newell, assistant chief 
engineer of the National Board of 
Fire Underwriters. The NBFU also 
publishes and gives wide distribution 
to Pamphlet 58 and other such safety 
standards. 

Since this committee is concerned 
with all types of gases, Mr. Poethig’s 
experience in the field of compressed 
gases as well as the L. P. gases 
should prove particularly valuable. 


Precision Repair Service 
In Long Beach, Calif. 


Precision Maintenance Co., 2425 
Gundry Ave., Long Beach, Calif., has 
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been established for repairing, test- 
ing, adjusting, and calibrating all 
types of gauges, thermometers, reg- 
ulators, valves, and liquid and vapor 
meters used by the petroleum and 
L. P. gas industries. Complete stand- 
ards equipment is available for ac- 
curate control of adjustments and cal- 
ibrations. 

Precision machine tools are avail- 
able for making small parts not read- 
ily available for service. 

Harold A. Nickle and A. F. McQuis- 
ton are the principals in the firm. 


Calor Gas Forms Industrial 
Department for Dealer Service 


Robert E. Maloney, has announced 
the organization of Calor Gas Co.’s 
industrial department with C. L. Park- 

hill, Jr. as man- 

ager. Its pur- 
pose is to guide 
and assist the 
company’s dis- 
tributors and the 
industry at large 
in developing new 
industrial and 
commercial loads, 
particularly in 
the carburetion 
and = agricultural 
fields, where the 
fuel consumption 
will help to offset 
the high winter peaks. 

The new department will be intro- 
duced to the Calor distributors at a 
meeting in Seattle on April 24, the 
day before the LPGA Northwest 
regional meeting. The objectives of 
the department will be outlined by 
Calor officials. The program will in- 
clude talks by C. L. Parkhill, Jr., Dan 
C. Perkins of the California Depart- 
ment of Weights and Measures, 
David G. Sprague of Calor’s insurance 





C. L. PARKHILL, JR. 
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BUTANE- PROPANE News. Regional 
meetings will be held in other market- 
ing areas. 

Mr. Parkhill has had wide experi- 
ence in the design and sale of L. P. 
gas equipment and industrial and 
commercial gas plants during seven 
years of service with L. C. Roney, 
Inc.; and Parkhill-Wade. He has also 
served as consultant to Twin Coach 
Co. ACF-Brill Motors Co., and the 
American Transit Assn., on internal 
combustion engine problems related 
to propane. 

He is now serving as counselor for 
the American Transit Assn. on motor 
coaches and bulk plants; member of 
the national Safety Council committee 
on LPG; member of the California 
Natural Gasoline Assn. technical sub- 
committee on Natural Gasoline Stand- 
ards. 


New Company Will Finance 
Dealer Underground Storage 


The _ Security 
Underground 
Storage Co., 
Wichita Falls, 
Texas, according 
to G. H. “Smoky” 
Billue, has been 
organized to 
handle installa- 
tions of under- 
ground storage 
of hydrocarbons 
and act as con- 
sultants on the 
study of such 
storage in various parts of the coun- 
try. 

According to Mr. Billue, the com- 
pany is prepared to make preliminary 
surveys, finance installations, design 
and install a complete installation for 
individual L. P. gas dealers or groups 
of dealers in one locality. 

Mr. Billue, formerly associated with 





G. H. BILLUE 
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Hydrocarbon Storage, Inc., Fort 
Worth, Texas, has assisted in devel- 
opment of underground storage proj- 
ects for the General Gas Co., Texas 
Natural Gas Co., and Sid Richardson 
Gasoline Co. 


Legislative News 


Kentucky 


A revision of the L. P. gas safety 
regulatory law for Kentucky (Senate 
Bill 82) has been passed in both the 
Senate and House. The _ industry- 
sponsored safety law revision had the 
cooperation of the Kentucky Division 
of Insurance. 

Industry legislation, both pro and 
con, has involved at least five meas- 
ures introduced in the General 
Assembly this session. The most 
serious threat to the industry has 
been House Bill 272, designed to 
place a 3% gross receipts tax on sales 
of L. P. gas for cooking and heating 
in Kentucky. 


South Carolina 


An amendment to the existing L. P. 
gas safety regulatory law in South 
Carolina, creating a three-man L. P. 
gas board, has been enacted into law. 
House Bill 1289 revised existing 
legislation to create the board com- 
posed of the Insurance Commissioner, 
a member of the State Firemen’s 
Assn. and a member of the Liquefied 
Petroleum Gas Assn. 

Under the amendment, operating 
companies must be licensed at a fee 
of $100 per year plus a $10 license 
for each branch or sub-dealer. Insur- 
ance of $10,000 would also be re- 
quired. 


Arkansas 


Regulations covering the industry 
in Arkansas have been amended, 
effective April 1, 1952, to require a 
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minimum of 12,000 gallons storage 
in the state for all dealers operating 
in Arkansas. The provision applies to 
both out of state dealers with in- 
stallations in Arkansas and_ to 
Arkansas dealers. However, Louisi- 
ana dealers operating into Arkansas 
are required to locate 15,000 gallons 
in Arkansas. 


Kentucky Sponsors Scholarship 
For LPG Technology Course 


Kentucky, looking to improving the 
future of the L. P. gas industry in 
that state, is sending a young man 
to the Gas Fuel 
course at South- 
ern Technical In- 
stitute, Cham- 
blee, Ga., under 
a state-sponsored 
scholarship. 

Goal of the 
scholarship fund, 
originated by 
Kentucky’s Com- 
missioner of In- 
surance, Spauld- 
ing Southall, is 
to insure good 
administration of 
the state’s L. P. gas law by staffing 
the Department of Insurance with 
technically trained personnel. It is 
hoped that a safer, more insurable 
industry will result. 

Candidates were nominated, prior 
to March 5, by members of the Ken- 
tucky L. P. Gas Assn. It is antici- 
pated that recipients of the scholar- 
ship will return to Kentucky, after 
completion, to give the state the 





FRANCES HOLLIDAY 


benefit of their training. 

The Kentucky association, accord- 
ing to Frances L. Holliday, executive 
secretary, has worked closely with 
William L. Martin, state fire marshal, 
and the Department of Insurance in 
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making arrangements for the scholar- 
ship fund which totals $2150, cover- 
ing tuition, fees, room, board, books, 
supplies, laundry and small personal 
expenses. 


Third Management Institute 
Planned by Texas, April 7-10 


Courses covering a number of man- 
agement problems will be offered 
during the third annual Butane Man- 
agement Institute, April 7-10, in 
Austin, Texas, sponsored by the 
Texas Butane Dealers Assn. Instruc- 
tion covers classes spread through 
three years of the four-year plan. 

Goal for the coming Institute ses- 
sion is 100 students, according to Joe 
A. Farrar, chairman of the Institute 
committee. Members who have at- 
tended first and second semesters and 
return for the third will receive in- 
struction covering the following sub- 
jects: 

“Human Relations in Business,” 
conducted by Bill N. Newman; “Pub- 
lic Speaking in Business,” presented 
by Dick Avant; “Business Law,” con- 
ducted by Fisher A. Tyler and “Credit 
and Collections,” taught by Sterling 
S. Speake. 

Second-year students will cover 
“Operating Cost Analysis,” conduct- 
ed by Jerome Parker and “How to 
Train an Employe,” conducted by Mr. 
Newman, as well as two third-year 
courses, “Credit & Collections” and 
“Business Law.” 

First-year students will take the 
law and collections course, in addition 
to “Record Keeping for Butane Deal- 
ers,” conducted by Tom Barton, CPA, 
employing material provided by Na- 
tional Cash Register Co. 

President Gene Bumpus of the 
Texas Assn. will formally open the 
Institute when it convenes April 7 
at Driskill Hotel, Austin. 
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To All NATURAL GASOLINE MEN 


Greetings from the 


NATURAL GASOLINE SUPPLY MEN’S ASSOCIATION 
We are looking forward to seeing you at the Thirty-First Annual Convention of the 
NATURAL GASOLINE ASSOCIATION OF AMERICA 
April 30, May 1-2, 1952, Rice Hotel, Houston, Texas 





Members of the Natural Gasoline Supply Men’s Association: 


The Aber Co. 

Alliger and Sears Co. 

Allis‘Chalmers Mfg. Co. 

Aluminum Co. of America 

American Air Filter Co., Inc. 

American Locomotive Co. 

American Meter Co., Inc. 

American Packing & Gasket Co. 

Armco Drainage and Metal Products, 
Inc. 

Arrow Industrial Mfg. Co. 

Boldwin-Hill Co. 

The Barrett Division 

J, B. Beaird Co., Inc. 

Bellco Industrial Engineering Co. 

Bethlehem Supply Co. 

W.H. & L. D. Betz 

The Bird-Archer Co. 

Black, Sivalls & Bryson, Inc. 

Blaw-Knox Construction Co. 

W. H. Bowden Engr. & Const. Co. 

Braden Stell Corp. 

The Bristol Co. 

Brown Fintube Co. 

The Brown a Co. 

Brown & Root, Inc 

BUTANE- PROPANE, NEWS 

Byron Jackson Co. 

Cameron Iron Works, Inc. 

J. E. Carlson, Inc. 

Chicago Bridge and Iron Co. 

Clark Brothers Co., Inc. 

The Condit Co. 

Continental Supply Co. 

C. Lee Cook Mfg. Co. 

Cooling Tower Service, Inc. 

The Cooper-Bessemer Corp. 

Joseph A. Coy Co., Inc. 

Crane Packing Co. 

W. H. Curtin and Co. 

Dallas Tank Co., Inc. 

Donie!l Orifice Fitting Co. 

Davis Regulator Co. 

Dearborn Chemical Co. 

De Laval Steam Turbine Co. 

Delta Engineering Corp. 

Double Seal Ring Co. 

Dresser Engineering Co. 

+> du Pont de Nemours and Co., 
nc, 

Allen Edwards, Inc. 

Eggelhof Engineers 

John W. Elder Co. 

Elliott Co. 

Engine Life Products Corp. 

Engineers and Fabricators, Inc. 

Ethy! Corp 

The Fish Enatncoring Corp. 


The Fisher Governor Co. 

Flint Steel Corp. 

The Fluor Corp., Ltd. 

The Foxboro Co. 

France Packing Co. 

Franklin Supply Co. 

Frontier Chemical Co. 

The Garlock Packing Co. 
Gasoline Plant Construction Corp. 
General Electric Co. 

J. B. Gill Co 

The Girdler Corp. 

Goulds Pumps, Inc. 

Graver Tank & Mfg. Co., Inc. 
Greene Brothers, Inc. 

The Griscom-Russell Co. 
Grove Regulator Co. 

D. W. Haering and Co., Inc. 
The Happy Co. 

Hercules-Lupfer Engine Sales Co. 
The Hilliard Corp. 

Hudson Engineering Corp. 

The Industrial Insulators, Inc. 
Industrial Scientific, Inc. 
Infilco, Inc. 

Ingersoll-Rand Co. 
Johns-Manville Sales Corp. 
Kansas Paint and Color Co. 
Kaylo Division 

M. W. Kellogg Co. 

Kieley & Mueller, Inc. 

The Koch Engineering Co. 
Koppers Company, Inc. 

Ladish Company 

Warner Lewis Co. 

A. M. Lockett and Co., Ltd. 


The Lubriscosos Specialties Mfg. Co. 


The Lunkenheimer Co. 
Maintenance Engineering Corp. 


Maloney-Crawford Tank & Mfg. Co. 


Manning, Maxwell and Moore 
Steve C. Maples & Co. 

The Marley Co., Inc. 

Jas. P. Marsh Corp. 

C. A. Mathey Machine Works 
J. R. Meek Co 

Metal Goods Corp. 
Mid-Continent Supply Co. 
Moorlane Co. 


Moran Furnace and Sheet Metal Co. 


National Petroleum News 

The National Supply Co. 
National Tank Co. 

Natural Gas Odorizing Co., Inc. 
Naylor Pipe Co. 

Nordstrom Valve Co. 

Wm. W. Nugent & Co., Inc. 

Oil Daily 


The Oil and Gas Journal 

Oil Well Supply Co. 

©. L. Olsen Co. 

Orbit Valve Co. 

Pacific Pumps, Inc. 

Paramount Supply Co. 

The Parkersburg Rig & Reel Co. 

Peerless Mfg. Co. 

Peico Div., Phillips Petroleum Co. 

Perry Equipment Corp. 

Petro-Chem Development Co. 

The Petroleum Engineer 

Petroleum Processing 

Petroleum Refiner 

Pittsburgh Equitable Meter Co. 

Plastelite Engr. Co. 

Plibrico Jointless Firebrick Co. 

Podbielniak, Inc. 

Power Machinery Co. 

J. F. Pritchard & Co. 

Process Equipment Co. 

Refinery Engineering Co. 

Refinery Maintenance Co. 

Refinery Supply Co. 

Riddle and Hubbell 

Santa Fe Tank and Tower Co. 

E. W. Saybolt and Co. 

A. O. Smith Corp. 

Southern Engine & Pump Co. 

Standard Pipeprotection, Inc. 

Stearns-Roger Mfg. Co. 

Stentz Equipment Co. 

Superior Mfg. Co. 

Taylor Forge and Pipe Works 

Taylor Instrument Companies 

Tellepsen Const. Co. 

Tri-State Mfg. & Engr. Co. Inc. 

Tube Turns, Inc. 

Union Asbestos & Rubber Co. 

Union Steam Pump Sales Co. 

United Centrifugal Pumps 

Vinson Supply Co. 

Vulcan Steel Tank Corp. 

Walco Engr. & Const. Co. 

Walworth Co. 

Westcott and Greis, Inc. 

Western Supply Co. 

The Wickes Boiler Co. 

Wilkening Mfg. Co. 

Woobank Machinery Co. 

World Petroleum 

Worthington Pump & Machinery 
Corp. 

Wyatt Metal and Boiler Works 

Young Sales Corp. 

John Zink Burner Co. 
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New Power Manual 
Tells About Conversions 


Do you know what goes on inside 
an engine? 

How does performance with LPG 
differ from gasoline and diesel? 

Can you make a conversion? 

Do you know what compression 
ratios are best for different engines? 

Answers to these questions and 
hundreds of others are given in 
minute detail in the new “Butane- 
Propane Power Manual” published 
by BUTANE-PROPANE News. The book 
is the result of months of research 
and compilation of facts and speci- 
fications to provide operators with a 
quick reference manual to guide 
them in changing over gasoline mo- 
tors to burn LPG and to provide 


solutions to the numerous problems 
incident to repairing, trouble-shoot- 
ing, and adjusting these engines. 

There has been a great demand for 
such a handbook as this because of 
the widespread demand by farmers 
for dealers to convert their tractors, 
and by owners of truck fleets who 
wish to take advantage of the current 
price differential favoring L. P. gas, 
as well as the other economic advan- 
tages to using propane for power. 

More than 1300 _ pre-publication 
orders were received for the Power 
Manual, most of them from dealers 
who are now either making conver- 
sions or plan to augment their serv- 
ices by so doing. 

The price of the book is $3.50 and 
can be had from BUTANE-PROPANE 
News, 198 S. Alvarado St., Los An- 
geles. 








Cross-section of industry figures are shown gathered at the last Detroit section meeting 
of the Society of Automotive Engineers to discuss liquefied petroleum gas under the 
topic “Tomorrow's Fuel Today." Seated, left to right, are R. H. Duff, Chrysler Corp.; F. E. 
Selim, Phillips Petroleum Co.; S. D. Forsythe, Chicago Transit Authority; J. R. Bartholomew, 
Eaton Manufacturing Co. Standing, left to right: W. H. Graves, Packard Motor Co.; 
E. P. Lamb, Chrysler Corp.; A. W. Harris, Chevrolet Motor Division, GMC.; M. M. Roensch, 
Ethyl Corp.; A. J. Van Wagner, White Star Division, Socony-Vacuum Oil Co., and L. J. 
Nowicki, Detroit Street Railways. 
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Installations 


CARBURETION Conversions 





Converted track-laying tractor cultivating with a spring-tooth harrow. 





“ Problems of LPG Conversions 


ERE is a story covering the 

conversions of scores of gaso- 
line truck and tractor engines to 
LPG by a firm that started with 
limited experience in propane car- 
buretion, made the usual number of 
mistakes, and had to learn by the 
trial and error system. Results were 
overwhelmingly discouraging at 
times, but by fighting every prob- 
lem through to its solution, success 
was attained. 

In most cases the difficulties pre- 
sented were due to design features 
in the truck engines themselves, not 
to propane, and happily for Dr. 
Simonsen—and the LPG carburetor 
manufacturers—the company has 
won a great victory in its conver- 
sion program. This has resulted 
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from the increased experience of 
its shop men in surmounting ob- 
stacles, and in the inherent quali- 
ties of L. P. gas and LPG carbure- 
tion units which result in a bet- 
ter all-around job than gasoline can 
accomplish under like circum- 
stances.—Editor. 


N 1947 the possibilities of 
I propane as a motor fuel for our 
fleet of trucks interested us 
sufficiently that we started the con- 
version of several units. 
According to all the information 
which we were able to get, the con- 
version of a unit to L.P. gas was 
to be simple, and when completed 
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Experiences of a large Midwest company in burning 
propane in trucks and cars — analyses of problems 
and their solutions — recommendations to engine 
manufacturers — why L.P. gas excels gasoline. 














' no more problems would be encoun- 
' tered. Our experience has been 


very different from what we were 
led to expect. 

According to manufacturers of 
propane carburetion equipment, the 
problems we: encountered are 
unique with us, and unheard of in 
the propane carburetion field. One 
manufacturer of carburetors and 
converters advised that any farmer 
with a monkey wrench could satis- 
factorily service conversions using 
their equipment. 

According to truck dealers, me- 
chanics, and factory representa- 
tives, all our trouble has been 
wholly due to L. P. gas, as no one 
has encountered any trouble with 
their particular products. Most fac- 
tory representatives claim intense 
interest on the part of their com- 
panies in getting into the propane 
carburetion field. However, most 
requests for help from dealers on 
specific problems bring generalized 
answers from obviously uninformed 
“experts.” 

While our troubles seem to have 
been endless, the small start of a 
few units in 1947 has led us to 


establish a bulk plant for the hand- 
ling of carload shipments of pro- 
pane. This bulk plant, set up as a 
separate corporation, had at the 
beginning of 1952 over 750 domes- 
tic customers with bulk tanks, and 
150 cylinder customers. In 1950 this 
bulk plant paid to the state of Iowa 
more than one-third of the L. P. 
gas motor fuel tax received by the 
state treasurer. 

Our operations include a fleet of 
15 rendering trucks, 6 feed deliv- 
ery trucks, 3 tractor-trailers in long 
distance operation, 4 trucks spread- 
ing commercial fertilizer, numerous 
pick-up trucks, service trucks, and 
farm tractors. At the propane bulk 
plant are two bulk gas delivery 
trucks and five installation and 
service trucks. Seven automobiles 
are operating on the fuel. 

Carburetor conversions have in- 
cluded Ensign, Century, Dix, Road- 
master, and Algas. ° 

We have in operation on propane 
Diamond T, White, Mack, Ford, 
Chevrolet, Dodge, Studebaker, In- 
ternational, Reo, and GMC trucks. 
Dodge, Studebaker, Ford, Chevro- 
let, and Nash cars have been 


By Dr. D. W. Simonsen, Simonsen Mill-Rendering 
Plant, Quimby, lowa, and Duane B. Cram, 
Superintendent of Maintenance. 
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equipped with LPG carburetion. 


Minneapolis-Moline, John Deere, 
International, and Ford tractors 
have been converted. 

Specific problems encountered in- 
cluded pitted valves, pounding into 
heads and blocks of both intake and 
exhaust valves, failure to get pis- 
ton rings to seat on new and re- 
built engines, hard starting due to 
improper air-fuel mixtures, scoring 
of pistons and cylinder walls on 
both new and used engines, insuf- 
ficient starter and ignition capacity 
for motors with increased compres- 
sion ratios, poor performance and 
economy where sufficient compres- 
sion ratios were unobtainable, hard 
starting on new model Ford trucks 
due to automatic vacuum advance 
of distributor before a cold motor 
would start, and leaky valves due 
to distortion of blocks. 
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1. Duane B. Cram, 
left, and Dr. D. W. 
Simonsen, author of 
this article, right, 
and one of the con- 
verted trucks of the 
Simonsen Mill Ren- 
dering Plant at 
Quimby, lowa. 


We would like to see a construc- 
tive interest shown by truck manv- 
facturers in making available 
necessary modifications of parts 
and specifications to make the use 
of propane more satisfactory and 
more profitable. 

One of the important steps for 
propane operation would be an in- 
crease in available compression 
ratios. 8.0 to 1 should be the very 
minimum, and our sights are set 
on 10.0 to 1. Possibly present ratios 
are satisfactory for butane opera- 
tion, but the maximum of perform- 
ance and economy for propane op- 
eration has not been approached by 
most engine manufacturers. 

In all our conversions, manifolds 
have been modified to make them as 
cold as possible. On a Nash “Am- 
bassador” car and a Reo “Gold 
Comet” engine, the engines have 
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The Power Manual is profusely illustrated with 
actual photographs of installations. Diagrams and 
engineering drawings show each step in convert- 
ing and servicing . . . the tools you need, testing 
methods, typical problems and how to solve them 


A deluxe edition in handy pocket-size for ready reference 


330 Pages 
Size: 554"x77%%” 


Heavy-Duty 
Flexible Binding 


safely and quickly. 


PART 1 
The Basic Facts cf Fuel and Power 
® The Nature of Various Automotive 
Fuels 
© Basic Engine Facts 
®@ The Nature and Control of Combus- 
tion 
® Factors Affecting Economy and Power 


PART 2 
LP-Gas Carburetion 
@ LP-Gas Carburetors 
®@ The Regulator or Converter 
© Fuel Supply—vVehicle Tanks and 
Equipment 
® Natural Gas Carburetion 


PART 3 


Making the Conversion 

® Planning the Installation 
Checking the Engine Condition 
Raising the Compression Ratio 
Cooling Intake Manifolds 
Truck and Bus Conversions 
Tractor Conversions 


Gentlemen: Please send................ 











NAME. 


Price $3.50 
(in California add 3% 
Sales Tax) 


We pay postage on orders 
led by 


COMPANY. 





Pe ee a ee 


Butane-Propane News « 198 S. Alvarado St. « Los Angeles 4, Calif. 


POWER MANUAL. I enclose $......................... 
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® Passenger Car and Taxi Cab Con- 
versions 

@ Industrial and Special Applications 

® Ignition Problems 


PART 4 
Installing and Adjusting 
LP-Gas Carburetors 
® Principles Applicable to All or Sev- 
eral Makes 
® Instructions for Servicing the Various 
Makes of LP-Gas Carburetors Now on 
the Market 


PART 5 


Maintenance and Trouble Shooting 
© Lubrication of LP-Gas Engines 
® Trouble Shooting 


PART 6 
Bringing in the Business 


® Selling LP-Gas Carburetion 
@ The Storage and Handling of LP-Gas 





Appendix 
Handy Tables in Text 


copies of the new Butane-Propane 
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had water cooled intake manifolds. 
Mileage per gallon on these engines 
has exceeded all comparable engines 
with conventional intake manifolds. 

With increased compression ra- 
tios, and especially engines with 
seven main bearings, six-volt start- 
er systems are inadequate. A num- 
ber of our units are equipped with 
manual-throw knife switches and 
two batteries to put 12 volts into 
starters on cold mornings. 

On some Diamond T and Ford 
trucks, we have found insufficient 
timing adjustment to advance the 
spark sufficiently to obtain maxi- 
mum performance. 

Considerable difficulty was expe- 
rienced in starting John Deere 
tractors, and with back-firing on 
downhill runs, until it was discov- 
ered that magnetos supplied by the 
manufacturer actually fired at the 
beginning of each downward 
stroke. (Once at the beginning of 
the power stroke and once at the 
beginning of the intake stroke.) 


Extra Spark Impulses Diverted 
This was remedied by using a 


4-cylinder magneto with a gear- . 


driven distributor rotor turning 
one-half magneto drive speed. This 
magneto still produced twice as 
many spark impulses as needed to 
operate the engine. The extra spark 
impulses were taken from two of 
the four terminals and diverted to 
ground. This eliminated firing of 
the spark plug while the intake 
valve was open, and the subsequent 
popping back through the air 
cleaner. 

Some motors, notably Hercules in 
Diamond T, have shown sufficient 
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Advantages One Company Found 
In LPG Carburetion 
1. No crankcase dilution. 


2. Absence of sludge, varnish, and 
gum. 


3. No sticking of piston rings. 
4. Reduced wear from cold starting. 
5. Reduced fuel cost. 


6. Driver satisfaction with a good 
conversion. 











distortion when the head was drawn 
up following a valve grind that the 
valves actually leaked before the 
engine was started. One motor was 
assembled with the head bolts 
torqued to 20 pounds. The valves 
held 100 pounds air pressure. When 
the head bolts were retorqued to 
the manufacturer’s specifications, 
several valves leaked. This condi- 
tion is more serious in propane en- 
gines due to the lack of carbon ac- 
cumulation ,on the valve seats, 
which helps make a seal on gaso- 
line engines. 

It has been our experience with 
L. P. gas operation that the proper 
torquing of the head bolts at the 
time of installation is very impor- 
tant. It has been found necessary 
to retorque head bolts every few 
hundred miles until no loose bolts 
are found. Motors of different 
makes vary greatly in the time re- 
quired to apply a torque wrench to 
all head bolts. 

Some motors take so long to “un- 
dress,” that the engine is cool be- 
fore a torque wrench can be ap- 
plied. A successful method on some 
of the worst offenders has been to 
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run the motor for 60 seconds with- 
out coolant in the radiator and 
then torque the head bolts. Repeat- 
ed several times at half-hour in- 
tervals, this method has eliminated 
the time required to remove water 
manifolds and radiator hoses. 

Piston and cylinder wall scoring 
and slow ring seating encountered 
in both new and rebuilt engines 
has led us to believe that much in- 
formation is lacking concerning 
lubrication, piston to cylinder clear- 
ance, cylinder wall finish, and pis- 
ton and piston ring types. 

Effect of Detergent Oils 

The use of detergent oils def- 
initely slows ring seating. In some 
cases rings will not seat with de- 
tergent oils in the crankcase. A de- 
tergent oil should not be needed in 
an engine that runs as clean as a 
propane burner. 

Non-detergent oils are difficult to 
obtain and many are of doubtful 
quality. Two brands have been 
tried. One formed very hard car- 
bon on the ring land above the top 
ring. This carbon was so hard that 
it started scores above the top ring 
travel. These scores extended down 
into the cylinder wall two to four 
inches. The ring seating character- 
istics of this oil during early break- 
in seemed satisfactory. 

The second brand is very satis- 
factory so far as ring seating is 
concerned; however, it contains 
gums or varnishes which cause 
trouble, and viscosity increases very 
rapidly while in use. 

No oil company has given us sat- 
isfactory answers concerning the 
lubrication of propane engines. 
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DEALERS! 
WANTED 


Underwriters Approved 
Butane-Propane 


D | X CARBURETORS 


Be Sure To Contact 
DICK ADAIR 


at the PALMER HOUSE 
During The 
L.P.G.A. CONVENTION 


Write for Dealer Information 


DIX MANUFACTURING CO. 
3447 East Pico Bivd. 
Los Angeles 23, Calif. 

Export: 301 Clay St., San Franeisco, Calif. 




















ACE 
HOSE REEL 


for BUTANE or PROPANE 
Spring Operated 

ACE HOSE REEL CO., LTD. 

5446 Alhambra Ave., los Angeles 32 
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At the present time we are break- 
ing in engines using the second 
brand of non-detergent oil men- 
tioned above. The engines are run 
at a fast idle (1000 to 1400 rpm, 
depending on the engine) for a pe- 
riod of at least 10 hours. During 
this time distillate is fed into the 
carburetor air intake at the rate 
of one quart per hour. After this 
run-in period the trucks are put 
on the road using non-detergent oils 
for 4000 to 6000 miles. 


Oil Inspected Every Run 


The break-in problem has been 
especially difficult on tractor-trailer 
units. All these units are equipped 
with tachometers and vacuum 
gauges. We try to get the drivers 
to maintain 8 inches of manifold 
vacuum at all times during the 
break-in. The oil is inspected after 
each run, and if found discolored 
due to blow-by past the rings, we 
increase the vacuum to 10 inches. 
These trips are necessarily slow. 





The break-in period has been a 
source of much trouble with driv- 
ers. It is one thing to get a driver 
to take it easy for a week or 10 
days until a gasoline burner hag 
loosened up, and entirely different 
to get the driver to continue this 
break-in period on a propane motor 
15 to 20 weeks while accumulating: 
10 to 15 thousand miles. 

It is evident that higher piston’ 
temperatures are encountered in 
propane burning engines. An en- 
gine, either new or rebuilt, may be 
run on gasoline until it appears to 
be free (that is, motor will rock ‘4 
back when ignition switch is cut 
following a hard pull), but this 
same engine may be converted to 
propane and under similar condi- — du 
tions will stop with a thud. This — pi 
indicates that more piston clear- 
ance is needed. We do not think } th 
that the above condition is due to fi 
dry cylinder walls as some so-called th 





authorities would lead us to believe. | WV 
Increased piston clearance will help | ™ 
reduce scoring of pistons and re i 
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4, Feed delivery truck and tractor-trailer unit, propane-equipped by the Simonsen company. 


duce the horsepower loss due to 
piston drag. 

How much more clearance do 
these engines need? Present prac- 
tice is to allow 50% more clearance 
than recommended for gasoline. 
With careful “warm-up” on cold 
mornings we believe that this clear- 
ance can still be increased to ad- 
vantage. 

The very fact that cylinder walls 
in propane burning engines wear 
only one-fifth to one-tenth as fast 
as those in gasoline burners, brings 
up the question of cylinder wall 
finish. 

A wall finish such as recommend- 
ed by boring bar manufacturers, 
with no honing following the bor- 
ing operation, will take as much as 
20 to 830 thousand miles to come to 
a polish. This rough finish seems 
to hold oil and prevent scoring, but 
May cause excessive ring wear and 
an unending break-in period. Pis- 
ton rings that would seat on a well 
polished surface would seem to be 
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the answer. Ring and engine manu- 
facturers disagree on the correct 
ring type to be used in propane 
burning motors. Most ring manu- 
facturers recommend chrome com- 
pression rings. The Reo Motor Co. 
now recommends a plain cast iron 
compression ring. 

Piston rings available are treated 
by various means to prevent wear 
caused by dirty conditions encoun- 
tered in the combustion chamber 
and upper cylinder wall area of 
gasoline burning engines. These 
dirty conditions, no doubt, aid ring 
seating in gasoline engines. 

The propane burning engine runs 
clean, lubricates well, and the cyl- 
inder walls are not washed down 
by liquid fuel. All of these factors 
tend to slow ring seating. Both 
chrome and plain cast iron rings 
have been tried, and both have been 
seated satisfactorily. The cast iron 
rings seem to seat faster, resulting 
in a shorter break-in period, and 
give less trouble from scoring. 
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9. Converted White and Ford trucks. 


Drain periods for engine lube oil 
have not been definitely established. 
We use two guides. One is to drain 
and refill when the oil shows dis- 
coloration. The other is to drain 
whenever the viscosity increases to 
the point that starting is difficult. 
Most units refill with SAE 20 oil, 
and all added oil is SAE 10. Drain 
periods have varied from 2000 miles 
to once a year on some farm tractor 
units. Numerous attempts have 
been made to cut viscosity of oils 
by the addition of upper cylinder 
lube oil and other additives such 
as “Siloo” and “Marvel” oil. 


Deposits Worse on Propane 


Another problem which has pre- 
sented itself is the accumulation of 
deposits in the water passages of 
the block. This seems to be worse 
on propane engines than on gaso- 
line engines, possibly due to the 
higher combustion chamber tem- 
peratures with propane. 

Many spark plugs which have 
given satisfactory service on gaso- 
line give constant trouble on pro- 
pane. One make of plug was giving 
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trouble with preignition, and upon 
close examination several small 
sharp projections were found on the 
electrodes. We have standardized 
on “Autolite’ AH-4 plugs. 

Starting propane motors when 
the temperature falls below zero 
has been a big problem. The three 
most satisfactory solutions found, 
in order of preference, are: 


1. Housing in a heated garage. 

2. A pull or a push with a Dodge 
power wagon. 

3. Parkmg at night on a sizeable 
hill. 


We have had all models of Dia- 
mond T trucks from the 1-ton model 
to the Model 704 with 474 cu. in. 
motor. These trucks all have Herc- 
ules motors, and all need hard ex- 
haust valve seat inserts. The X-63 
seats provided by Hellyer Steel 
Products Co., Los Angeles, have 
proved very satisfactory. 

The QXLD motor in the Model 
201 and 306 is a very close coupled 
motor, and when the heads have 
been planed trouble has been ex- 
perienced with head gaskets blow- 
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Company equipment operating on 
LPG: 


15 rendering trucks. 

6 feed delivery trucks. 

2 bulk delivery gas trucks. 

5 installation and service trucks. 
4 fertilizer-spreading trucks. 

8 long-distance tractor-trailers. 
7 company automobiles. 


Photos 1 to 10 show scenes and 
equipment at the Simonsen plant. 











ing between cylinders. The only 
solution found has been the use 
of standard heads. 

In the JX series of motors from 
the 245 cu. in. JXE through the 
263 cu. in. JXB, the 282 JXC, and 
the 320 cu. in. JXD, compression 
increase can be attained by using 
the JXE head on the larger motors. 
The JXE head planed .050 in. will 
give about 8.0 to 1 compression on 
JXD motors. No gasket trouble has 
been experienced with this com- 
pression increase. 

Considerable pitting of exhaust 
valves was encountered on the JX 
series of engines. During 1949 Dia- 
mond T introduced the JXLD mo- 
tor of 339 cu. in. displacement. This 
motor was equipped with rotating 
exhaust valves. Our shop has been 
able to modify these exhaust valves 
so that we have now equipped all 
JX series engines with rotating 
exhaust valves. This valve rotation 
has practically eliminated the pit- 
ting on the seating surface of the 
valve, 


APRIL— 1952 


For tractor-trailer service on 
long hauls, the Model 704 Diamond 
T, with the 474 cu. in. Hercules 
motor, factory-equipped with rotat- 
ing exhaust valves, and with a com- 
pression ratio of 8.25 to 1, we have 
had a top performer. After the first 
6000 miles of operation on propane, 
the exhaust valves had pounded 
down into the block so far that it 
was impossible to adjust for nor- 
mal clearance. Hard seats were in- 
stalled, contrary to advice from the 
manufiacturer that the engine was 
not designed for valve seats. After 
150,000 miles of operation it has 
been determined that at the next 
valve grind it will be necessary to 
install intake valve seats also. 

Compression increase on this mo- 
tor was achieved by purchase of 
7.1 to 1 heads, and then milling 
.050 from these. Since the piston 
rises above the surface of the block 
in this motor, it is necessary to 
mill a .015 recess above each piston. 

The lodging of a governor but- 
terfly screw on the top of a piston 
cracked a head, and it was neces- 
sary to reinstall the original head 
with 6.4 to 1 compression ratio. 
As a result of ‘this change, miles 





10. Service truck and ‘cold weather start- 
er” for trucks and tractors. 
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per gallon of propane dropped from 
4% to 2% and running time with 
58,000-pounds gross tractor-trailer 
weight dropped nearly 10 miles per 
hour. 

Four 100A, 250 cu. in. White mo- 
tors have been in operation since 
1947 when propane conversion was 
started. The high compression head 
made by the White Motor Co. is 
96 cubic centimeters. We have 
planed these heads as much as .125 
in. with excellent results in per- 
formance and economy. However, 
due to the cracking encountered, we 
are now using the 96 cc head with- 
out planing. 

When White motors are convert- 
ed to propane, and the fuel pump 
is removed, it is necessary to grind 
part of the push rod which oper- 
ates the fuel pump. As this rod 
travels back and forth it allows 
passage of oil which lubricates the 
No. 5 main and rod bearings. With- 
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6. Simonsen shop, equipped with hoist, lathe, welder, and service equipment for valves, 
propane carburetion equipment, and electrical systems. 








out the fuel pump spring to keep 
the rod against the cam shaft, it 
lodges extended and starves the 
bearings. This fact we learned by 
experience at the cost of four bear- 
ing jobs and one crank shaft. 

On Chevrolet trucks, installation 
of hard exhaust valve seats and 
positive rotating valves along with 
planing the head .125 in. has made 
a satisfactory motor. We have en- 
countered no more bearing trouble 
on this high compression motor 
than is being found on gasoline 
motors in similar operation. 

On one Studebaker truck used as 
a bulk delivery truck for propane, 
we have found exhaust valve seats 
necessary. This motor with 4 
planed head has been satisfactory 
for light service. 

Dodge pick-ups used for service 
work have been operated success 
fully with planed heads. Ring seat- 
ing is difficult on these motors. 
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An EQT Mack truck tractor with 
the 431 cu. in. Thermodyne motor 
has given fair service. On this truck 
we have purchased the highest com- 
pression heads possible, and have 
milled these 0.0625 in. Some valve 
leakage has been experienced. Re- 
cently positive rotating valves have 
become available. These we believe 
will be of value in this motor. 


Ne;w Propane Motor 


Our one Reo “Gold Comet” mo- 
tor of 331 cu. in. displacement has 
not been in service long enough to 
make possible an evaluation of its 
merits. As this article is being pre- 
pared, Reo has announced availabil- 
ity of high compression pistons, ro- 
tating exhaust and intake valves, 
intake valve seats, and a distribu- 
tor with additional and faster ad- 
vance characteristics. This motor, 
we feel, will make a good propane 
engine. 

At the present time we are op- 
erating with a head planed .18714 
in., contrary to factory recommen- 
dations, giving a compression ratio 
of 7.35 to 1. The factory advises 
that use of the high compression 
pistons with this head will give a 
compression ratio of 9.03 to 1. Cast 
iron compression rings are being 
supplied by the manufacturer. This 
motor has a water cooled intake 
manifold and the exhaust manifold 
was separated from the intake man- 
ifold. 

Two John Deere tractors have 
been converted. After changes to 
the magneto earlier described, these 
tractors have given satisfactory 
service; however, it has not been 
possible for us to get sufficient com- 
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pression to improve the perform- 
ance or make economy of operation 
outstanding. We do not recommend 
conversions of these tractors until 
higher compression ratios become 
available. 

Propane fuel on a Ford-Ferguson 
tractor has extended engine life 
from a yearly overhaul to four 
years of service and the motor 
seems to still be in A-1 condition. 

During 1950 and 1951, as our 
fleet was expanded, we purchased a 
F-8 Ford, a F-6 with 100 hp. V-8 
engine, and four F-6 with the 254 
cu. in. 6-cylinder engines. 

On both the V-8 engines compres- 
sion increase has been limited to 
0.045 planed from the heads, due 
to water outlets on the front of 
the heads. With the exception of 
a cracked head, the first years op- 
eration of the 100 hp. V-8 engine 
has been satisfactory. 

The 145 hp. F-8 motor gave fair 





for convenient 


7. Shop-made bracket 
mounting of regulator and fuel filter. 
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8. Fuel installation on White truck engine. 


service in tractor-trailer operation 
for approximately 50,000 miles. At 
this time leaky valves developed, 
and when the heads were removed 
the block was cracked, as is char- 
acteristic of so many of these mo- 
tors. This motor has been replaced 
with the Reo “Gold Comet” mo- 
tor. 

The 6-cylinder 254 cu. in. motors 
have given snappy performance on 
the road, and the drivers like them. 
Compression increase has_ been 
gained by planing the original head 
.075 in., and by installation of a 
head from the 226 cu. in. motor. 
This 226 head has been planed .055 
with good results. 

Trouble has been experienced 
with the rotation of the exhaust 
valves on the 254 motor. Early mod- 
els had a very short rotator cap on 
the valve stem. These we found 
worked satisfactorily. Due to the 
fact that on gasoline operation 
when the valves stuck, the short 
rotator cap would fall out of place, 
later models have come with a deep 
cap. These deep caps bind on the 
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stem of the valve, and as a result 
little rotation occurs. 

Several of these motors have had 
intake valves pound into the block, 
and intake valve seats have been 
necessary. 

Several have cracked around 
head bolt studs in the water jacket 
area, and two have cracked from 
the water jacket area to the out- 
side. Head studs with nuts have 
been substituted for all cap screws 
supplied as original equipment. The 
manufacturer’s representatives as- 
sure us that our troubles with this 
motor are unique with us. 

There has been considerable con- 
fusion in the manufacturer’s or- 
ganization as to the proper sizes 
of water holes in the head gasket 
for this 254 motor. We have been 
supplied with three different gas- 
kets. Incorrect water circulation 
may be a factor in the cracking and 
the poor showing of the intake 
valve seats. 


Found Answers to Problems 


With all the troubles encountered 
in the past, we are still enthusiastic 
about L. P. gas as a motor fuel. 
We believe that we have developed 
answers for many of our problems, 
and that as manufacturers become 
more interested in our problems, 
motors will be supplied which will 
need considerably less tailoring in 
our shops, and will be available with 
higher compression ratios which 
will make it more advantageous to 
use L. P. gas carburetion. 

The important advantages which 
we have found, and which spur us 
on to find answers to some of our 
problems are: 1. Elimination of 


BUTANE-PROPANE News 








1ad 
ck, 


ind 
ket 
‘om 
ut- 
ave 
WS 
The 
as- 
his 


on- 


izes 
ket 
een 
ras- 
ion 
and 
ake 


red 
stic 
uel. 
ped 
ms, 
ome 
ms, 
will 
y in 








vith 
nich 
s to 





nich 
r us 
our 
of 











crankease dilution, with resultant 
longer engine oil life. 2. Absence 
of sludge, varnish, and gum forma- 
tions on the inside of the engines 
when repair work is found neces- 
sary, and absence of trouble with 
hydraulic valve lifters found in 
some engines. 3. Absence of stuck 
piston rings. 4. When cold motors 
do start, engine can be warmed 
up at slow speed, reducing wear to 
parts from lack of lubricaticn. 5. 
Reduced fuel cost. 6. When they 
have a good truck which gives out- 
standing performance, drivers are 
beter satisfied. 

Some of our present problems for 
which we are still searching for 
practical answers are: 1. Better 
cold weather starting, which is 
probably closely connected with 
leaking intake and exhaust valves, 
and oil which increases in viscos- 
ity. 2. More satisfactory ring seat- 
ing and break-in on new and re- 
built motors. 3. Increased compres- 
sion ratios for popular motors. 4. 
Increased interest from volume 
producers of trucks to equip units 
at the factory with proper com- 
pression ratios, manifolds, and car- 
buretors, so as to reduce our cost 
and labor when putting new units 
in operation. 5. Increased fuel 
availability for units on long haul 
operations. 6. Continued experi- 
menting and research in use of 
L. P. gas as a motor fuel. 


New Carburetor Manufacturer 
Enters LPG Field 


A new line of dry gas carburetors 


has been placed on the market by 
Clayton Carburetor Works, Independ- 
ence, Kan. 
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The various regulating, mixing, and 
vaporizing units in the Clayton sys- 
tem are made up separately, so by 
varying the combinations, operation is 
possible on either natural gas or L. P. 
gas, using the vapor or liquid with- 
drawal methods. The final fuel con- 
trol regulator operates at very low 
pressure, and is designed to provide 
automatic lock-off of fuel when the 
engine is stopped. The primary regu- 
lator is the conventional type high 
pressure L. P. gas regulator, and the 
independent vaporizer gets its heat 
from the engine cooling system. 

Adjustments of the carburetor con- 
nections are very simple, with a sin- 
gle screw controlling the spud-in type 
of attachment. The adaptor type at- 
tachment has one adjustment for the 
fuel and one for the air. 

Models are available for a wide 
range of engines, from small electric 
light plants to tractors, trucks and 
industrial engines in the lower horse- 
power ranges. 


High Compression Engines 
Now Made by Ford 


Ford has announced three new 
truck engines with overhead valves, 
the first of this type to be sold com- 
mercially by this manufacturer. These 
will be standard or optional equip- 
ment in chassis ranging from the new 
sedan delivery unit and the standard 
pick-up to the extra heavy duty 
models with gross combination weight 
ratings of 41,000 Ibs. 

The new engines include a 6- 
cylinder model with 215.3 cu. in. dis- 
placement, developing 101 hp.; a 279 
cu. in. V-8 rated at 145 hp.; and a 
317 cu. in. V-8 which develops 155 hp. 
Compression ratios of all three mod- 
els is given as 7:1. (A modification 
of the 317 cu. in. engine is used in 
the 1952 Lincoln, with compression 
ratio of 7.5:1.) 
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List Your Bufane-Propane Filling Stations 


In New National Directory 


Plans for publishing a National 
Butane-Propane Filling Station Di- 
rectory by BUTANE-PROPANE News 
are rapidly developing. It is hoped 
the printing of this important list can 
be accomplished in the very near fu- 
ture. 

In order that every bulk plant and 
highway filling station now serving 
butane or propane to motor vehicles 
may be listed in this important guide, 
we request listings be mailed imme- 
diately to 198 South Alvarado St., 
Los Angeles 4, Calif. There will be 
no charge for such listings and a 
free copy of this directory goes to 
every plant supplying information. 

To be included as an L. P. gas fill- 
ing station, you must be able to dis- 
pense butane or propane to trucks, 
buses or automobiles during specific 
hours. It is important that no station 
be listed unless there is an attendant 
on regular duty during the hours 
specified. 





Typical Listing 
PENNSYLVANIA 
New Kingston 
Fisher’s Truck Stop (Sinclair) 
U.S. Route 11, 3 miles east 
terminus of Penn. Turnpike 
24 Hours. Conversions. Engine 
Service. Storage—Gals. 
Phone Mechanicsburg 9989. 











When compiled, the National Direc- 
tory will be distributed to trucking 
firms and individuals who wish to 
patronize filling stations where bu- 
tane and propane can be obtained for 
motor fuel. 

Your cooperation in sending in list- 
ings as quickly as possible will be 
appreciated, and will assure you a 
place in the new, important, national 
guide for the propane gas industry. 
Even if you sent in a listing last 
year, we would like a_ verification. 





Owner’s 


Station hours. 


MUNREUID So Ses ncsvausonuseckdneunsseensespesuen 


Check services offered (conversions, L. P. gas engine repairs, air, 
water, grease rack, tires, batteries, etc.) 





Storage capacity...................... Gals. 
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last December. Mr. Grazier has served 
with American-Standard since 1937 as 
assistant secretary, secretary, and 
vice president and secretary. 

Frank J. Berberich, former assis- 
tant secretary, becomes secretary as 
a result of Mr. Grazier’s appointment. 

W. Walton Woodroof has become a 
staff member of the engineered prod- 
ucts division. He will serve as field 
sales engineer in the division which 
was organized recently to handle the 


manager of a wholesale refrigeration 
and plumbing supply house, and is 
well known throughout the territory 
he now covers. His experience in both 
the refrigeration and plumbing indus- 
tries qualifies him for his new posi- 
tion. 


The Geo. D. Roper Corp., Rockford, 
Ill., has announced a series of promo- 
tions and an expansion of its field 
staff, according to Vice President E. 





r) sale of specialized heating and cool- Carl Sorby. 

st ing equipment. Cy Edwards, general advertising 

ke manager for the past seven years, 

ne James E. Marshall, of Denver, has has been appointed merchandising di- 
been appointed as manufacturers rep- __rector, to act as coordinator between 
resentative by Madden Brass Products sales, merchandising, and advertising 
Co., of Chicago. The territory allotted departments. 

te will include the states of Montana, George Baldwin, formerly of San 

Tec Wyoming, Idaho, Utah, Colorado, and Francisco, has transferred to the mid- 

cing New Mexico. Eastern division, serving as division 

P- Mr. Marshall was for five years manager of western New York, Ohio, 

u- 

for 

list- 

| be 

u a 

onal 

try. 

last 

ion. We would like to introduce WILLIAM RICH- 





ARD, our Safety Engineer. Bill has been with 
aay Petrolane Ltd., since 1943, and prior to that was 
Fire Marshal for the City of Glendale. 

For the past several years Bill has been 
demonstrating the properties of Liquefied Petro- 
leum Gas and safe handling practices before 
various Fire Departments throughout the State 
and LPG Dealer Groups to assist them in in- 
structing their employees . . . another service 
offered by Petrolane Ltd. to promote safety in 
the LPG Industry. 


PETROLANE’S WHOLESALE DISTRIBUTOR 


1696 EAST HILL STREET 
LONG BEACH, CALIFORNIA 





WILLIAM RICHARD 





BOX 1426, BAKERSFIELD 
CALIFORNIA 


BOX 111, YUBA CITY 
CALIFORNIA 
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and part of West Virginia and Ken- 
tucky. 

Leo Shibley, formerly of the Los 
Angeles office, moved his headquar- 
ters to San Francisco to cover north- 
ern California, Washington, and Ore- 
gon. In Los Angeles, Harry Booth 
has taken over his duties. 

In the Southwest, R. F. Hammack 
has become manager of the Texas- 
New Mexico territory with headquar- 
ters in Dallas. 

William Weill, son of Roper’s east- 
ern manager, S. W. Weill, has joined 
the company as representative in the 
greater Philadelphia area. 

Timothy E. O’Conner and Pierre 
Vinet, Jr., son of the director of sales 
promotion, have been named service 
managers in the Western division and 
the Midwestern division, respectively. 


Lyman W. 
Childs has been 
appointed sales 
manager of The 
Schirmer - Dorn- 
birer Pump Co., 
Cleveland. The 
firm manufactur- 
es “Invader” ro- 
tary pumps, 
which are widely 
used in the bu- 
tane- propane 
field. LYMAN W. CHILDS 

Previously Mr. 

Childs was a contract negotiator for 
the Cleveland Ordnance District. For 
several years he was Cleveland zone 
manager for Ford Motor Co., and was 
at one time district sales manager for 
Thompson Products, Inc. 





Newly named chief engineer of the 
A. O. Smith Corp.’s Houston pipe mill 
is Thomas L. Blose. He comes from 
the Spang-Chalfant seamless tube mill 
at Ambridge, Pa. 
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“| GAS CIRCULATORS 











‘ar- The Peerless line of circulators is pre-eminently the Nation's 
first choice. For you, that means, greater volume ... more 

ast- profits . . . and better satisfied customers. 

ned m Peerless’ modern styling and 

the eye appealing beauty com- 

bined with top quality and lat- 

Tre : est engineering advancements 

ales : represent the ultimate 

vice : in heating value. 

and i A.G.A, approved for 
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all gases including L.P. 


PEERLESS MANUFACTURING CORP, 
LOUISVILLE 10, KY. 


K, More popular than ever / 
McNAMAR LPG TANKS 
Now you can get immediate delivery on most sizes 


of McNamar’s popular LPG Tank — Sizes from 115 
Gal. and up. Let us know about your requirements. 




















vl St BOILER & TANK 
COMPANY 


» mill BOX 868 @ TULSA, OKLAHOMA 
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Liquefied Petroleum Gas 


Cities Service Oil Co. 


A DEPENDABLE SOURCE 
UNIFORM PRODUCTS 
A CAPABLE SUPPLIER 
TWENTY YEARS' EXPERIENCE 


IN LP GAS ALSO 
CITIES SERVICE 


GOOD SERVICE 


CITIES SERVICE 


BARTLESVILLE, OKLA. 
CHICAGO, ILL. 


Other Sales Offices 














After 14 years 
as president and 
seven years as 
chairman of the 
board of Florence 
Stove Co., Robert 
L. Fowler has an- 
nounced his re- 
tirement from 
the Gardner, 
Mass., firm. He 
was president of 
the company from 
 < coe 1981 to 1945; in 
1945 he was 

elected chairman of the board. 

At a recent testimonial banquet, 
more than 150 company executives, 
business associates, and friends gath- 
ered to pay tribute to Mr. Fowler who, 
during his tenure as president and 
board chairman, saw the Florence or- 
ganization grow from one employing 
1000 persons to its present position 
with three modern plants and 3200 
employes. 

Richard N. Carpenter has been re- 
cently appointed sales representative 
for Florence Stove Co. in Vermont 
and the western Massachusetts area. 
In his new position, Mr. Carpenter 
will succeed F. L. Cramblit and will 
work directy with Florence dealers 
and distributors in this area. 





Servel, Inc., in connection with its 
top-level engineering expansion, has 
named Theodore W. Rundell, formerly 
chief refrigeration engineer for the 
Philco Corp., vice president in charge 
of engineering. 

Simultaneously, Dr. William R. 
Hainsworth, who has been vice presi- 
dent in charge of engineering, was 
named staff consulting engineer to 
direct the company’s long-range en- 
gineering program in all fields. He 
will continue as a Servel vice presi- 
dent, according to W. Paul Jones, 
company president. 
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Tallant Ran- 
some, 
of Ransome Co., 


announces 
appointment of E. 
C. McEneany as 


in charge of the 


under 
rection the com- 
pany’s retail pro- 
gram will be 
greatly expanded. 
Operations of this division include 
manufacture and sale of torches, 
burners, cotton dryers, construction 
and engineering of L. P. gas plants; 
wholesale fuel sales; retail sales 
branches in Emeryville, Sacramento, 
Fall River Mills, and Redding; and 
sales through Ransome Co. of Ne- 
vada in Reno and Carson City. 

Mr. McEneany has taken a promi- 
nent part in the activities of the 
Liquefied Petroleum Gas Assn. serv- 
ing as chairman of the insurance 
committee and as a member of the 
board of directors for several years. 
Prior to joining Ransome, he headed 
his own L.P. gas business in northern 
California. 

In addition to LPG operations, 
Ransome Co. is one of the largest 
paving and construction companies in 
northern California. 


ED. McENEANY 


One of the pioneers in the welding 
industry, Otis L. Smith, president of 
Weldit, Inc., passed away late in Jan- 
uary. 

Mr. Smith spent over 35 years in 
the welding industry, establishing his 
original company, Weldit Acetylene 
Co., in 1918. He developed many weld- 
ing products, including the ‘“Weldi- 
matic” torch, and the Weldit “Gas- 
aver” for operation on L. P. gas. 
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Emeryville, Calif., | 
the | 


general manager | 





president | 


Storage 


Underground Storage 
Now Available to 


LPG Dealers 


L. P. gas division, | 
whose di- | 


Successful Dealer Installations 


Now in Operation 


We Will Make 


(1) Preliminary Survey 
(2) Finance Installation 


_ (3) Design and Install 
Complete Installation 


Each 


to individual requirements. 


Installation tailored 


Can be installed to serve 
of Dealers in 
locality. 


group one 


Contact G. H. “Smoky” Billue 


SECURITY 


Underground Storage Co. 
| 615 Sunset Dr. Phone 24067 
Wichita Falls, Texas 








































INCREASE YOUR 
PROFITS WITH THE 
PHILGAS 


5-WAY PROFIT 









y= 


me Att PURPOSE FyF, 


1. High Quality Product 

_ 2. Dependable Supply 
3. Experienced Engineering 
4. Effective Marketing Help 


5. Operational Assistance 


PHILLIPS 
PETROLEUM COMPANY 


Sales Department © Bartlesville, Oklahoma 


Offices located in Amarillo, Tex., Atlanta, Ga., 


Chicago, Ill., Denver, Colo., Des Moines, lIa., 
Pontiac, Mich., Indianapolis, Ind., Kansas City, 
Mo., Milwaukee, Wis., Minneapolis, Minn., 





New York, N. Y., Omaha, Nebr., Raleigh, N. C., 
St. Louis, Mo., Tulsa, Okla., Wichita, Kan. 
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W. R. RANEY GORDON WOLFKIEL 


W. R. Raney has been named as- 
sistant sales manager of the natural 
gasoline and liquefied petroleum gas 
sales division of Sinclair Oil & Gas 
Co., Tulsa, according to word from A. 
T. Scherer and John A. Storm, sales 
director and sales manager, respec- 
tively, of the department. Mr. Raney 
has been with Sinclair since 1929. 
Since 1950 he has been in the sales 
department on special assignments. 

Sinclair has also appointed Gordon 
F. Wolfkiel as sales representative for 
the department. He will cover the 
states of Oklahoma, Arkansas, and 
Texas. 


Lukens Steel Co., Coatesville, Pa., 
has named William H. Funk assistant 
manager of the development engineer- 
ing department, according to J. Fred. 
eric Wiese, vice president in charge 
of sales. 

Mr. Funk has been associated with 
the department since its inception in 
1945. In his new position he will de- 
vote the greater part of his activities 
to development of new products and 
processes. 

Lukens has also announced the 
promotion of Richard W. Dalzell to 
the position of assistant manager of 
market development of the firm. He 
had been manager of the commercial 
research department. 
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A new plant has been completed in 
Los Angeles for the manufacture and 
sale of rubber latex and plastic ma- 
terials on the West Coast by the 
Naugatuck Chemical Division of the 
U. S. Rubber Co. 

The new Western sales headquar- 
ters will also contain customer tech- 
nical service laboratories, facilities 
for the compounding and storage of 
natural and synthetic rubber latex, 
and facilities for warehousing resins, 
plasticizers, rubber chemicals, agri- 
cultural chemicals, and other products 
in the Naugatuck Chemical line. 


Harry J. Wines 
has been named 
sales promotion 
manager for the 
Bryant Heater 
Division of Affili- 
ated Gas Equip- 
ment, Inc., ac- 
cording to Wil- 
liam H. Wise, 
director of sales 
for Bryant. 

Mr. Wines, with 
a background in 
merchandising of 
appliances, air conditioning and heat 
equipment, comes to Bryant from 
General Electric where he managed 
distribution sales of cooling and 
heating products. Previously he held 
key positions with the Zenith Radio 
Corp. and the Frigidaire Division of 
General Motors. 


HARRY WINES 


At the annual meeting of the share- 
holders of Petrolane, Ltd., Long 
Beach, Calif., in February, the follow- 
ing directors were elected: P. E. 
Foote, F. S. Wade, Lowell Stanley, 
Howard C. Pyle, Edwin W. Taylor, 
and Edwin D. Davies. 

Mr. Foote continues as president 
and Mr. Davies as executive vice pres- 
ident. 
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Chicago Awaits You! 


Don’t Miss LPGA’s Big 
Convention and Trade Show 


Ww Chicago will be the mecca for LP-Gas 
men and women from the length and breadth 
of the land when the Liquefied Petroleum 
Gas Association holds its 1952 Convention 
and Trade Show in the Palmer House May 
12-14. Join the crowdl 

Offering the best speaking program 
and biggest exhibit of LP-Gas appliances 
and equipment in industry history, this year's 
get-together will be a memorable event. In- 
teresting talks by prominent speakers on 
pertinent national and industry problems... 
sectional meetings where you can ask ques- 
tions and learn how the other fellow does 
it . . . latest information on government 
controls and restrictions . new ideas 
galore that spell bigger profits, more satisfied 
customers. Lots of fun and entertainment, too! 

Whether you're an LPGA member or 
not, you are cordially invited to attend. 
Make room reservations with the hotel. 


LIQUEFIED PETROLEUM GAS 
ASSOCIATION, INC. 
11 S. LaSalle St., Chicago 3, Ill. 
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REGO LP GAS EQUIPMEN 
Rochester Criterion Gauges—Aeroquip Hose 
and Fittings—Weco-Trol (au- 


tomatic control) | C C Cylin- 
ders—Okadee Valves 


GA EQUIPMENT 
COMPANY, Inc. 
P. O. BOX 566 
2620 South Ervay « DALLAS, TEXAS 


LOWN SLIP ROLL 


FORMING MACHINES 



















@ Initial Pinch-Type Driven 
@ Top Roll 7” Diameter-Lower Rolls 61/2” 
@ Capacity, Model B-774, 14” Mild Steel 
6’ wide. 
@ Available in longer or shorter lengths 
@ Oilite Bearings, Alemite Lubrication 
@ Roll Position Indicators 
@ Power Adjustment on rear Roll & Air 
Cylinder For Operation of Drop Arm, if 
desired. 
@ Fast sturdy and easy to operate 
@ Prompt Deliveries 
@ Other Machines with 2” to 10” Dia. 
rolls also Available 
Dealers in Principal Cities. Write for Bulletins 
SAN ANGELO FOUNDRY & MACHINE 
COMPANY 
SAN ANGELO, TEXAS 1000 EAST UPTON | 

















Norman L. Johnson has rejoined 
the Hamilton Manufacturing Co. after 
an 18-month leave of absence for a 
tour of duty with the Air Force, in. 
cluding 10 months in Korea. 
According to J. W. Christensen, ad- 
vertising and sales promotion’ man- 
ager, Mr. Johnson has been appointed 
dryer promotion service manager of 
the firm’s home appliance division. 


Morris W. Kellogg, 79, founder and 
chairman of the board of the M. W. 
Kellogg Co., died at his home in New 
York City on Feb. 22. 

Mr. Kellogg started the company in 
Jersey City in 1901 as a small pipe 
fabricating firm which has grown to 
its present prominent position in the 
design and construction of petroleum 
refineries and chemical plants. 


The L. J. Mueller Furnace Co, 
through its president, H. P. Mueller, 
has announced the appointment of 
John L. Hughes as credit manager. 
Mr. Hughes, a 1948 graduate of the 
University of Wisconsin, will handle 
credit relationships for the Milwav- 
kee firm’s customers. 


The Joseph M. Zamoiski Co. of 
Washington, D.C., is a new distribu- 
tor for Magic Chef, Inc., in the Dis- 
trict of Columbia and the surrounding 
eight-county area in Maryland and 
Virginia. Domestic ranges and gas 
and oil space heaters will be handled. 

Territory supervisor for Magic 
Chef will be W. A. Wenzel. 


Gordon W. Sherlock has been ap- 
pointed assistant sales manager of 
the Inland Steel Container Co., Chi- 
cago. Mr. Sherlock, formerly with 
Westinghouse Electric Supply Co. 
will be in the specialty products di- 
vision of Inland Steel. 
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The Stiglitz Corp. is the new cor- 
porate name of the Stiglitz Furnace 
& Foundry Co., Louisville manufac- 
turer of the “Warm-Aire” line of 
space heaters for gas, oil, and coal. 

The company recently announced 
the appointment of Stanley C. Bern- 
hardt as vice president. He was for- 
merly vice president of the Estate 
Stove Co. and Grand Home Appliance. 


William M. Roecker is the new man- 
ager of the Cleveland, Ohio, branch 
office of General Controls Co., accord- 
ing to J. F. Ray, vice president in 
charge of sales. Mr. Roecker, with | 
General Controls since 1947, attended | 
Fenn College and the Case Institute | 
of Technology, both in Cleveland. 





The Vulean-Hart Manufacturing 
Co., Louisville, Ky., has announced 
the election of Charles C. Coy as vice 
president and treasurer and E. L. 
Brown as vice president in charge of 
the Vulcan division of the company. 

Mr. Coy, originally with the Hart 
Manufacturing Co., was instrumental 
in the purchase of the Vulcan division 
of the Standard Gas Equipment Corp. 
in 1949 at which time the company 
name was changed to Vulcan-Hart. 

Mr. Brown, who served as produc- 
tion manager for Standard Gas in 
1944, joined Vulcan-Hart in 1949 as | 
manager of the Baltimore plant. 


Stacy L. Angle was elected execu- 
tive vice president and director of 
Minneapolis-Moline Co. recently, ac- 
cording to W. C. MacFarlane, presi- 
dent and general manager. Mr. Angle 
has been vice president and treasurer. 

Frank N. Langham, general sales 
manager, was elected a vice president 
and Harry R. Colvin, assistant gen- 
eral sales manager, was named as- | 
sistant secretaty of the company. "| 
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WRIGHT Gas 


INFLOMMOBLE 





q 


TRUCK TANKS 


single barrel—Light 


Twin or 
in cost—Full or 
streamlined—ASME U69. 


weight—Low 
semi 


Built to Your 
Specification and Size 
BAGWELL-GENERAL 
STEEL CO., INC. 


Box 391 ° Sapulpa, Okla. 














GAS DEALERS! 


IF YOU OPERATE IN A “HARD WATER"' 
AREA YOU CAN DOUBLE YOUR BUSINESS 
WITH YOUR PRESENT CUSTOMERS BY ADD- 
ING FILTER-SOFT—A NEW METHOD OF 
CONVERTING HARD WATER INTO SOFT. 


SERVICING. FILTER-SOFT, ALONG WITH 
BOTTLED GAS, IS A NATURAL. 
Get a 


Franchise 


You have the trucks and 
the customers—all you 
need are softeners and 
inexpensive regenerating equipment. We 
furnish everything—simple installing instruc- 
tions and a selling program which hundreds 
of dealers are using successfully today. 
Territory being allotted daily. 
Write now for interesting details. 


FILTER-SOFT CORPORATION 
Dept. BPN 
16301 GRAND RIVER AVE., DETROIT 27, MICH. 
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HELP WANTED 
WANTED — EXPERIENCED LP GAS 
man capable of handling a branch man- 
ager job for an established firm in the 
Rocky Mountain area. Exceptional op- 
portunity for a man who knows sales, 
service and installation and who can pro- 
duce. Write full details of experience and 
qualifications to Box 650, Burane-PROPANE 


News, 198 So. Alvarado, Los Angeles, 
Calif. 
EXPERIENCED SERVICE AND _IN- 


stallation man. Year around job. State 
past experience and salary expected in 
reply. Box 305, Truckee, Calif. 


HELP WANTED—SALES MANAGER 
to supervise sales force, bulk plant and 
appliance operation in New Jersey. Must 
have had experience in this capacity. Give 
full details; past experience, earnings and 
age. All information confidential, appoint- 
ment will be made at your convenience. 
Write Box 655, BuTane-Propane News, 
198 So. Alvarado, Los Angeles, Calif. 





¢ SITUATIONS WANTED 
EXPERIENCED LP GAS MAN DESIRES 


responsible position as manager or super- 
visor. Thoroughly familiar with all phases 
of L. P. gas distribution, domestic, com- 
mercial, and industrial. Capable of han- 
dling office, sales and service and of 
training others. Best of references, free 
to travel. Interview can be arranged. 
Address Box 660, BuTane-Propane News, 
198 So. Alvarado, Los Angeles, Calif. 








BUSINESS OPPORTUNITIES OFFERED 


FOR SALE—MISSOURI BULK AND 
Metered Service properties. High customer 
consumption. Deal involves half million. 
Write Box 670, Burane-Propane News, 
198 So. Alvarado, Los Angeles, Calif. 
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Classified advertising is set in 6 point type, without borde 
or display, at the rate of 15 cents per word per insertion, 
minimum charge per insertion $3. Box numbers for replies 
count as 5 words. 
and each group of figures. Classified advertising is only 
accepted when payment accompanies order. 
payment must reach publisher's office prior to 10th of 
month preceding publication. 


Count as a word each one letter word 


Copy and 


BUSINESS OPPORTUNITIES OFFERED—Cont, © 





FOR SALE—WELL ESTABLISHED GAS) 
& appliance business in Colorado. Balance 


load summer and winter. 18,000 storage, 
two 1140 gallon twin tank trucks, one 
ton pickup. Write Box 665, BuTANE-Pro- 
— News, 198 So. Alvarado, Los Angeles, 
Calif. 


THRIVING BUTANE-PROPANE GAS 
business located in Northwestern Illinois. 
Bulk delivery 140 customers, _ storage 
18,000 gallon propane tank. 1600 gallon 
1951 International 244 ton propane truck. 
Wonderful opportunity for one entering 
L. P. gas business. Priced at $22,000. 
Write Box 675, BuTAane-Propane Neus, 
198 So. Alvarado, Los Angeles, Calif. 


PROPANE BULK AND BOTTLE BUSI- 
ness showing very good returns will be 
sold at low invoice. All merchandise 
readily saleable. Business can easily he 
doubled. Should imvoice $40,000. Cash 
only. Box 680, BuTaNne-PRopANE News, 
198 So. Alvarado, Los Angeles, Calif. 


FOR SALE — WELL ESTABLISHED 
bulk LP Gas and Appliance business, 
Nebraska. Top names, excellent gas con- 
nections, 30,000 storage, volume 650,000 
this year. Two fuel trucks and _ other 
necessary equipment in good condition. 
Approximately $30,000 or less to right 
party. Write Box 685, BuTANe-PRoPANE 
ie 198 So. Alvarado, Los Angeles, 
alif. 


FOR SALE—WELL ESTABLISHED GAS 
business in Western Kentucky. Approxi- 
mately 600 customers, (500 bottle, 100 
bulk). One 1250-gal. twin tank delivery 
truck and one 1%-ton pickup. 6,000-gal. 
bulk plant and clean stock of merchan- 
dise. No natural gas. Write Box 640, 
BuTANE-PropaNnE News, 198 So. Alvarado, 
Los Angeles, Calif. 
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